
By Jim Bray

LETHBRIDGE, Alta. – The skies 
were clear and the sun smiled down 
on this southern Alberta city as it 
hosted what’s planned to be the first 
of an annual showcase of the truck-
ing industry.

The event, held on Saturday, July 
18 at Lethbridge’s Exhibition Park, 
saw approximately 35 trucks turn 
out for the Show & Shine in the 
parking lot while some 30 booths 
were set up inside the building. Ex-
hibitors inside ran the gamut from 
trucking companies looking for re-
cruits to the Commercial Vehicle 
Enforcement Branch, Healthy Work-
er, TD bank and more – including 
the show’s headliner, Gord Cooper 
and his Smokin’ Gun drag racer, a 
3,400-plus horsepower 1968 Canadi-
an Kenworth W-923 that sat promi-
nently just inside the venue’s front 
doors.  

The turnout came as vindication 
for the man who dreamed up the 
Expo. 

“It’s beyond our dreams. Right 
from nine o’clock this morning, 
when we opened the doors, we had a 
huge influx of people. If you go out-
side you can barely walk between all 
the trucks,” said long-time trucker 
Lane Jacobson. “Starting it, I never 
dreamt that for a first year we’d get 
the amount of people involved that 
we have or the public’s participation 
that we have.” 

Jacobson said the reaction from 
the civilians who turned out was 
“very positive. (People) were un-
aware of the trucking industry…and 
by coming to this event and meet-
ing with people, seeing the trucks, 
being able to get into the trucks – 
we’ve had a very positive feedback.” 

Sweetening the deal for attend-
ees and the truckers who participat-
ed in the Show & Shine was a vote 
for the favourite trucks on hand, 
a strategy on the part of the orga-
nizers that also helped steer cus-
tomers to the trade show inside 
the building, where the ballot box 
was set up. Jacobson said they had 
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CDI International stepped up to help get this locomotive delivered – by road – to its new home in Aspen Crossing.

By Jim Bray

MOSSLEIGH, Alta. – Trains compete with trucks 
for shipping business, but what happens when a 
train – or at least a vital part of one – needs to be 
shipped where there are no tracks? Well, if you’re 
trying to get an obsolete locomotive from Sas-
katchewan to rural Alberta, you call in the trucks. 
And the cranes. And the experts who run them.

This ironic situation played out this past spring 
when the owner of Aspen Crossing, a touristy fa-
cility about a kilometre west of Mossleigh, Alta., 
tried to take delivery of a locomotive he had pur-
chased from the P&H Grain elevator. The problem 
Jason Thornhill faced was getting the big hunk of 
railroad technology from its old home in Moose 
Jaw, to its new digs a half-hour or so southeast of 
Calgary in what is mostly open prairie.

“Canadian Pacific owned a branch line that 
runs right through the Aspen Crossing proper-
ty,” Mal Weston told Truck West recently. Weston, 
who makes runs to the Pacific Northwest of the 
US for Mantei’s Transport, is involved heavily 
in Aspen Crossing thanks to his lifelong love of 
trains. Weston said the branch line in question 
was abandoned by CP several years ago, and the 
company was about to start pulling out the tracks 
when Thornhill learned about the plan and ne-
gotiated a deal to buy about 22.5 kilometres of the 

line. That, of course, meant he needed something 
to run on it.

So Thornhill purchased three passenger cars 
from CP, as well as a gondola car he ended up con-
verting into an open air car. That made finding a 
locomotive to pull them even more, well, motivat-
ing for Thornhill and, as Weston recounted, led to 
his eventual discovery of such a unit languishing 
in Moose Jaw. CP had agreed to move the loco-
motive to Aspen Crossing for him, but before that 
could happen Murphy’s Law raised its ugly head. 

“Jason’s track is still connected to CP’s track 
running from Calgary to Lethbridge,” Weston 
said, “and this allowed most of his rolling stock 
to be delivered to Aspen Crossing by rail. But af-
ter CP had agreed to deliver the locomotive, they 
parked 400 empty grain cars on the line, block-
ing access to Jason’s track.”

That led CP to deliver the locomotive to Leth-
bridge, instead, a couple of hundred kilometres 
away from its intended destination – closer than 
it was in Moose Jaw, but still with no way to get 
it to the Mossleigh area by rail. And that’s where 
the trucking industry – and some folks related to 
it – drove the deal to its conclusion. 

“Nobody could have done a better job than Rog-
er and his crew at CDI International,” Weston said, 
referring to the High River, Alta., folks who offered 
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OEM This 
Month

Last
Year

Freightliner 653 543

International 384 301

Kenworth 382 286

Mack 253 457

Peterbilt 317 360

Volvo 452 534

Western Star 214 230

TOTALS 2655 2711

OEM BC ALTA SASK MAN ONT QUE NB NS PEI NF CDA

Freightliner 297 347 110 196 1,718 604 157 76 2 24 3,531

Kenworth 270 483 89 76 439 467 83 0 0 0 1,907

Mack 65 102 42 24 497 141 17 37 0 0 925

International 86 223 29 99 900 247 66 16 44 17 1,727

Peterbilt 207 370 60 83 275 308 55 1 0 0 1,359

Volvo 260 220 44 120 926 402 51 53 0 8 2,084

Western Star 175 249 31 33 198 165 33 30 3 5 922

TOTALS 1,360 1,994 405 631 4,953 2,334 462 213 49 54 12,455

After a strong start to the year, May Class 8 
truck sales proved disappointing. Sales for the 
month experienced a setback, falling short of 
the mark set for the same period the last three 
years. There were 2,655 Class 8 trucks sold 
into the Canadian market in May, compared 
to 2,711 in 2014, 2,712 in 2014 and 3,166 
in 2012. Although Freightliner and Kenworth 
enjoyed a year-over-year increase in their sales 
numbers, the rest of the OEs suffered worse 
performances than the previous year. 

Monthly Class 8 Sales – May 15 Historical Comparison – May 15 Sales

Historical Comparison – YTD May 15Class 8 Sales (YTD May 15) by Province and OEM

Despite the disappointing May results, Class 8 truck sales after the first four months in the Canadian market have been strong enough to make for the fifth best sales results YTD 
going back to 1999. No doubt the slumping economies in Canada’s western provinces are having an impact on Class 8 truck sales but there is hope for a pickup in economic activ-
ity there as energy pricing returns to higher levels.

Canadian Class 8 truck sales rose slightly in May above the previous month. The market has now 
enjoyed 15 straight months of sales above 2,000 and March was the first month of sales above 
3,000 since the Great Recession. Prior to the current streak the market enjoyed a 10 month pace 
of sales coming in above the 2,000 mark. The strong and steady numbers are reminiscent of the 
industry’s capacity boom years. Market analysts remain optimistic about continued growth into 2016.

Market Share Class 8 – May 15 YTD12-Month Sales Trends

So
ur

ce
: C

an
ad

ia
n 

M
ot

or
 V

eh
ic

le
 M

an
uf

ac
tu

re
rs

 A
ss

oc
ia

tio
n

3,200

2,800

2,400

2,000

1,600

1,200

800

400

0

   SALES

© 2013 Chevron Canada Limited. All rights reserved. All trademarks are the property of Chevron Intellectual Property LLC or their respective owners.
*SAE J1321 Fuel Consumption Tests. Actual results will vary depending upon vehicle type, load and other driving conditions.

New Delo® 400 XLE Synblend SAE 10W-30 helps minimize operating costs by improving 
fuel economy up to 3.6% with short haul trucks (Class 6) and 1% with long haul trucks 

(Class 8) compared to SAE 15W-40 oil.* Plus, Delo products with ISOSYN® Technology 
help provide extended service protection, maximize engine durability and minimize 
operating costs. Learn how much your business could save on fuel costs with the new  
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with improved fuel economy.
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Market leader Freightliner’s share has dropped slightly since jumping out 
to a 30% share back in March but at 28% it still remains commanding.  
Volvo remains in second place with a steady 17% share with Kenworth 
not far behind at 15%. Peterbilt is enjoying an 11% market share while 
Mack and Western Star remain tied with a 7% slice of the market each.

June July August September October November December January February March April May

2,800 2,562 2,170 2,796 2,925 2,421 2,689 2,076 2,022 3,052 2,650 2,655

Western Star 7%
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You’ve spent your entire working life 
building your own business; don’t 
you owe it to yourself to maximize 
its value before selling it?

Too many companies, it turns out, 
fail to do so, and as a result some 
leave millions of dollars on the ta-
ble when it comes time to cash out. 

That was the take-away from a re-
cent interview I did with Mike Mc-
Carron, who having sold MSM Trans-
portation within the past couple 
years and then overseeing M&A for 
Wheels Group before launching Left 
Lane Associates, a firm dedicated to 
the monetization of transportation 
companies, knows a thing or two 
about this topic.

McCarron told me too many truck-
ing company owners wait until they 
have to sell – often due to circum-
stances beyond their control – before 
developing a plan to do so. 

By waiting until you’re in a situa-
tion where you’re forced to sell the 
business, you lose leverage and could 
potentially have to settle for an un-
favourable deal.

McCarron’s advice is to set your 
business up so it’s a desirable tar-
get, even if you have no imminent 
plans to sell.

“Great companies aren’t sold, 
they’re bought,” he told me. 

That way, when a suitor comes 
along, you don’t have to spend nine 
months getting the books in order 
and the housecleaning done before 

initiating discus-
sions. 

“By that time, 
t h e y ’r e  l o n g 
gone,” McCar-
ron warned.

So what can 
you do now, to 
ensure you’re at 
least in a good 
position to en-
tertain offers or 
quickly transi-
tion into selling 
mode? Here are 
a few tips:

• Ma ke t he 
business less de-
pendent on you: 
B u y e r s  d o n’t 
want a company 
that can’t func-
tion without the 
owner or his/her 
relationships;

• Get custom-
ers on contracts: 
A contract may 
be worth only the paper it’s written 
on these days, but it’s still better than 
no contract at all;

• Diversify your business: Having 
too much of your business reliant on 
one or few customers is a red f lag for 
prospective buyers;

• Get organized: Have a CRM (cus-
tomer relationship management) sys-
tem and documented procedures in 
place;

• Demonstrate growth: Buyers are 
most interested in companies that 
are growing, so when it comes time 
to sell, accelerate – don’t decelerate 
– sales efforts. 

If you’re on the other side of the 

table, however, and looking to grow 
your company through acquisition, 
then you won’t want to miss this 
year’s Surface Transportation Sum-
mit Oct. 14. 

McCarron will moderate a discus-
sion at the event that will include some 
of this industry’s top M&A experts.  
For more information about the event, 
visit www.SurfaceTransportationSum-
mit.com. 

James Menzies can be reached 
by phone at (416) 510-6896 or by  
e-mail at jmenzies@trucknews.com. 
You can also follow him on Twitter  
at @JamesMenzies.

A few issues ago I wrote about (ex-
cuse the pun) waking up to the dan-
gers of sleep apnea, thanks to a con-
ference on the subject I moderated 
for Northbridge Insurance. 

Referencing first-hand accounts 
from people in our own industry I 
focused on the consequences of al-
lowing sleep apnea to go untreated 
(see my column in the June issues of 
Truck News and Truck West). 

The chronic sleep deprivation 
caused by sleep apnea results in day-
time sleepiness, slow reflexes, poor 
concentration, and an increased risk 
of accidents. 

Sleep apnea can also lead to seri-
ous health problems over time, in-
cluding diabetes, high blood pres-
sure, heart disease, stroke and 
weight gain. 

With this column I want to focus 
on the consequences that extend be-
yond the obvious health concerns. 

I want to look at the legal and in-
surance implications you, as a mo-
tor carrier manager or owner, face if 
you have drivers on your staff suffer-
ing from sleep apnea and do nothing 
about it, particularly in the case that 
an accident is linked to a driver suf-
fering from sleep apnea.

While the US is waiting for the 

Federal Motor Carrier Safety Admin-
istration (FMCSA) to provide a for-
mal ruling on dealing with sleep ap-
nea, it has already set guidance on 
factors that need to be considered 
in determining whether employees 
should be tested for sleep apnea – 
neck size, BMI, etc. 

Although the guidance is just that 
– guidance that doesn’t carry any 
legislative weight – many US carriers 
are already testing their drivers for 
sleep apnea. 

The result of those companies al-
ready testing sets a new standard. 

There are companies testing in 
Canada too. The fact they’re testing 
for sleep apnea sets a new standard 
in Canada as well. 

Carriers that choose not to test, 
even though they know some of their 
competitors are testing, will face a 
higher probability of being found 
negligent by the courts in cases 
where sleep apnea is found to be a 
factor in a crash.

The fact that we don’t have any 
current legislation that specifically 
mandates testing is going to be ir-
relevant because once there’s an ac-
cident the prosecutor is simply going 
to say, “Well, if you knew about the 
consequences of sleep apnea, why 
didn’t you do any testing?”

The risk of not testing becomes 
even more significant for carriers 
hauling into the US where prosecu-
tors are keen to “inflame and in-
flate” – inflame the jury to inflate the 
award. In such cases all the things 
that you are doing, or not doing, 
around sleep apnea – the diagnosis 
and treatment of it, the way you ap-
proach it, the records you keep, the 
communications you have with your 
drivers – will come into play into de-
termining the size of the award.

The consequences of sleep apnea 
are becoming well known. As an in-
dustry we have an obligation to make 
sure that we deal with this head on. 

If we don’t, the trial lawyers are go-
ing to ensure that we do. 

Lou Smyrlis can be reached by 
phone at (416) 510-6881 or by  
e-mail at lou@Transportat ion 
Media.ca. You can also follow him on  
Twitter at @LouSmyrlis.
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Canada’s One-Stop Trailer Shop named one of 

Canada’s Best Managed Companies
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Put our award-winning trailer expertise to work for you. Contact us today.
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WASHINGTON, D.C. – The Nation-
al Transportation Safety Board wants 
commercial trucks to carry crash-proof 
event data recorders, following an in-
vestigation into a California crash be-
tween a truck and motorcoach that re-
sulted in 10 fatalities in April 2014.

The crash involved a 2007 Volvo trac-
tor-trailer operated by FedEx. 

Investigators were unable to de-
termine why the truck crossed the  
median.

The investigation revealed inade-
quacies in fire performance standards 
for motorcoaches. However, the lack of 
event data recorders on the truck and 
motorchoach made the investigation 
more difficult to conduct, according to 
NTSB chairman Christopher Hart. The 
truck’s ECM was destroyed in the crash 

and subsequent fire.
“With access to event data recorders, 

we might have been able to determine 
why the truck crossed the median, 
which could have enabled us to make 
recommendations to prevent it from 
happening again,” Hart said. “Much of 
the reason that aviation is so safe today 
is that we have required such recorders 
for decades so that we can learn the les-
sons of accidents. But they are still not 
required in commercial trucks or mo-
torcoaches despite more than a decade 
of recommendations by the NTSB.”

The NTSB is now repeating calls for 
dedicated crash electronic data re-
corders to be installed in all new heavy 
trucks.  

NTSB wants crash-proof 
data recorders on trucks

Driver turnover 
declines in US
ARLINGTON, Va. – Driver turnover in 
the US dropped sharply in the first quar-
ter, reaching its lowest levels in years.

“Clearly, the decline in driver turn-
over in the first quarter was signif-
icant,” ATA chief economist Bob 
Costello said, “but what is less clear is 
why it dropped so much and whether 
turnover will continue to remain low.”

Turnover rates at large and small 
truckload fleets dropped 12%. 

This brought turnover at large fleets 
(more than US$30 million in revenue) 
to 84%, marking the first time it has 
fallen below 90% since 2011.  For small-
er fleets, turnover dropped to 83%.

“Drivers continue to be in high de-
mand, so we still see the risks posed 
to the economy and our industry 
by the shortage of drivers,” Costel-
lo said. “The drop in turnover was 
likely, at least partially, connected 
to a temporary slowdown in freight 
movements in the quarter, as well as 
improved retention efforts of f leets 
across the board. But I would not be 
surprised if turnover edges higher in 
the quarters ahead.” 

US truck tonnage  
soft in June
WASHINGTON, D.C. – US for-hire truck 
tonnage slid 0.5% in June, following a 
revised gain of 0.8% in May, according 
to the latest data from the American 
Trucking Associations. The index was 
up 1.8% compared to June 2014, greater 
than the 1.5% year-over-year gain post-
ed in May. Year-to-date through June, 
US for-hire truck tonnage was up 3.4% 
over the same period in 2014.

“With flat factory output and fall-
ing retail sales, I’m not surprised ton-
nage was soft in June,” said ATA chief 
economist Bob Costello. “I also remain 
concerned over the elevated inventory-
to-sales ratio for retailers, wholesalers, 
and manufacturers, which suggests 
soft tonnage in the months ahead until 
the ratio falls.” 
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YOU DON’T WORK 9 TO 5, THAT’S WHY 
THERE’S AN OIL THAT WORKS 24/7.
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400 ballots made for the awards, 
but ran out within two hours of the 
event’s kick-off and had to order an-
other 500. Awards were for the Best 
Bobtail and Best Tractor-Trailer  
categories, presented by Cooper. 

There was also a second set of 
awards, chosen by one of the celeb-
rity attendants. “We have a May-
or’s Choice Award for best Bobtail 
and Best Tractor-Trailer,” Jacobson 
said, noting that it was handed out 
by Mayor Chris Spearman himself. 
The “public” winners were:

Bobtail Class: 
1st Place: Jerry Kendall, Owner/

Operator
2nd Place: Roy Hoyt, Kattlac En-

terprises
3rd Place: Bert Hofer, Copperfield 

Farms
Tractor-Trailer Class:
1st Place: Kielstra 
2nd Place: Murray Pokolm,  

Pokolm Trucking
3rd Place: Tim Ingraham, Cave-

man Transport
Mayor’s Choice Award:  
Bobtail Class: Randa Transport 

Ltd.
Tractor Trailer: Murray Pokolm, 

Pokolm Trucking

Also on hand with a display was 
Economic Development Lethbridge, 
there to promote the industry and 
the city itself. 

“Lethbridge is a great place to do 
business,” said Heather McIntosh-
Rivera, the organization’s director 
of business development and op-
erations, noting “it has key indus-
try sectors of  agriculture, agrifood 
and manufacturing – and the trans-
portation sector…basically under-
pins everything that happens in our 
economy.” 

McIntosh-Rivera said the trans-
portation industry has an impact of 
about $180 million a year on the ar-
ea’s GDP and “there’s about 50 com-
panies that work directly in (that in-
dustry) and they employ about 1,900 
people. (The sector is) critical for the 
success and diversity of our econ-
omy.”

McIntosh-Rivera also touted the 
city’s resident-friendly nature. 

“All of these companies are here 
recruiting and we want to help en-
sure that those folks who do come 
to look for an opportunity in Leth-
bridge know that it’s a great place to 
live and a great place to work,” she 
said, claiming the city is one of “the 
most affordable mid-sized city mar-
kets in Alberta.” 

Smokin’ Gun’s Cooper has seen 
his share of shows like this, and he 
told Truck West he thought this one 
was excellent. 

“A great Show & Shine outside and 
a great display on the part of South-
ern Alberta truck dealers,” he said, 
noting that he was thrilled to join 
the event. “Lane said he was inter-
ested in having us come down and 
be part of the show – a draw to the 
show, something that’s a little bit ex-
tra exciting about trucking – and I 
was more than willing to come down 
here and display the truck. It’s an 
Alberta truck awareness thing – 

and (that) is what I’ve always been 
about. I’ve been in business now for 
34 years, and this is basically my op-

portunity to give back to the indus-
try that’s been good to me: support 
the economy and get new drivers in-

terested in what’s going on – not just 
bring them in from other countries 
but show our own young people that 

Inaugural truck show exceeds organizers’ expectations
Continued from page 1

Continued on page 11

Visitors flocked to the first annual Southern Alberta Truck Expo in Lethbridge, Alta. in July. 

CBX Series Suspensions provide the complete 

package for SPIF compliant multi-axle trailer 
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30,000 lbs.* along with a liftable self-steer option, 

there’s no road that can’t be traveled and no load 

that can’t be carried with a SAF CBX suspension.
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5 7/8 Chicago, IL
6 7/10 Milwaukee, WI
7 7/14 Minneapolis, MN
8 7/17 Fargo, ND
9 7/21 Winnipeg, MB, Canada
10 7/24 Edmonton, AB, Canada
11 7/27 Vancouver, BC, Canada
12 7/29 Seattle, WA
13 7/31 Portland, OR
14 8/4 Sacramento, CA
15 8/7 Phoenix, AZ
16 8/11 Salt Lake City, UT ★
17 8/14 Denver, CO
18 8/18 Houston, TX
19 8/21 Dallas, TX ★
20 8/25 Orlando, FL
21 8/28 Atlanta, GA
22 9/1 Chattanooga, TN
23 9/3 Nashville, TN
24 9/9 Memphis, TN
25 9/14 St. Louis, MO
26 9/15 Kansas City, MO
27 9/16 Omaha, NE
28 9/19 Englishtown, NJ
29 9/23 Boston, MA
30 9/25 Syracuse, NY
31 9/28 Baltimore, MD
32 9/30 Richmond, VA
33 10/2 Charlotte, NC
34 10/6 Indianapolis, IN

★ Power Stop Location 

Tour schedule is subject to change. 

33

The Future Is Arriving Faster Than Ever.

Cummins is showcasing our industry-leading technology in a major tour across 
North America, stopping in dozens of cities along the way. The Rede� ning Tour 
is your chance to experience in person how Cummins is rede� ning ef� ciency for 
the entire trucking industry and � nd out how our advanced technology can add 
value for your business. The tour includes everything from the current ISX15 to 
the ISB6.7, ADEPT™ dynamic powertrain technology, Connected Diagnostics,™ 
the SmartAdvantage™ Powertrain, Cummins Westport natural gas engines and 
a preview of our 2017 ISX15 and Single Module aftertreatment system.

Follow the tour on Twitter:

For details and the latest 
tour schedule, visit:

©2015 Cummins Inc., Box 3005, Columbus, IN  47202-3005 U.S.A.

Cummins Inc.indd   1 15-07-22   3:25 PM

http://www.cumminstour.com
http://twitter.com/@cumminstour


alberta

truck driving is a good career.” 
Cooper pointed out that he left en-

gineering to get involved in trucking 
so many years ago. 

“I was told that I was crazy, but it’s 
been good to me.”

Jacobson was quick to spread 
around the credit for the event’s 
success, saying “It’s been an amaz-
ing endeavour and we couldn’t do 
it without the participation and the 
backing from the people involved in 
the (Southern Alberta Truck Expo 
Association). They are an incredible 
group of people to work with and I 
can’t say enough about them.” 

Jacobson also praised Cooper – 
who he said brought Smokin’ Gun 
down on his own dime – for being 
such a great headliner for the event. 

“Everyone, even those not in-
volved in the trucking industry, 
wants to see the fastest truck in Can-
ada and (Cooper) has attracted peo-
ple who have never been involved in 
the trucking industry. That has been 
a huge drawing card for us.” 

He also gave a shout-out to the 
event’s sponsors for their support 
and dedication.

The event was promoted in part 
via social media and a local coun-
try music radio station, but Jacob-
son said most of the publicity came 
from sponsors such as Great West 
Kenworth and Western Star. 

“They’ve all promoted it by put-
ting it in all of their communica-
tions,” he said. “Kenworth even put 
it on their bills, on the bottom.” 

It must have worked. 
“Every business I’ve talked to 

has been overwhelmed with the 
response they’re receiving,” Jacob-
son said. “All of the trucking com-
panies have had, as they put it, an 
overwhelming amount of resumes 
coming in, people coming up and 
talking, wanting to know how to get 
into the industry.” 

He noted that organizers are also 
trying to put together a mentorship 
program for people who may have 
their Class 1 licence already, but 
have no experience. 

“We have a box at our booth that’s 
(filling up) with people who’d like to 
join it once we have it up and run-
ning,” he said.

The initial success of the Southern 
Alberta Truck Expo was such that 
Jacobson said all the vendors and 
Show & Shine participants have reg-
istered for next year already “and we 
have people that have been coming 
through asking for registration for 
next year,” he said. 

“We’ve had several people do esti-
mates, and for next year they’re es-
timating between 100-150 trucks for 
the Show & Shine and 80-100 booths. 
We are very excited and are looking 
forward to 2016.”   

Smokin’ 
Gun a 
draw at 
truck show
Continued from page 9

Quality occupational health & safety support for the trucking industry.

Occupational Health 
and Safety Services

The Certificate 
of Recognition

Training and Education
Tools and Resources
Advice and Program Support

We provide COR to the BC
trucking industry.

Check out our services and programs at:  

www.safetydriven.caTOLL FREE: 1-877-414-8001
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to deliver the locomotive to Aspen 
Crossing. 

“They brought in a 58-wheel low-
boy and two step-deck trailers for 
the job,” he said, noting that the 
three vehicles were necessary be-
cause they had to lift the locomotive 
off its own trucks – the wheel assem-
blies, which were large enough to 
require their own transports – be-
fore it could be seated on the lowboy.

And that’s where Murphy’s Law 
came into force again: how the heck 
do you get the locomotive off the 
tracks and onto the truck when the 
people who were supposed to lift it 
suddenly can’t? 

“Jason had gotten a hold of a crane 
outfit in Lethbridge who said they 
could do the job,” Weston said, “but 
(when the time came) their cranes 
were already rented out, so poor Ja-
son just about became unglued.” 

Fortunately, even though the 
crane people couldn’t come through 
when they had promised to, they 
came up with a solution anyway. 

“They said ‘We told you we’d move 
it and we’ll get it moved,’” Weston 
said, “and they ended up getting 
Myshack Crane and Rigging’s Cal-
gary people to do the job.”

Myshack’s part of the job went off 
like a well-choreographed ballet. 

“They attached cranes to each end 
of the locomotive and had to swing 
it out sideways, between the frames, 

then straighten it back out and set it 
down on the lowboy,” Weston said. 
“It was something to watch! I’ve 
never seen a team of guys work so 
professionally, it was very smooth. 
Obviously they’ve done that kind of 
thing a few times before.” 

Once the locomotive was chained 
onto the lowboy, the wheel assem-
blies were moved onto the step 
decks and the convoy finally began 
the 150-kilometre journey from Le-
thbridge to Aspen Crossing, making 
a pit stop along the way near the fa-
mous Starship Enterprise model at 
the town of Vulcan. 

“They did it all in one day,” Weston 
said. “We were down there 8 a.m. 
and were out of (Lethbridge) before 
lunch time. The whole parade had 
lunch in Vulcan and then we carried 
on up to Aspen Crossing and had the 
thing sitting back on its wheels be-
fore supper. It just shows how good 
these guys worked.”

It took less than two weeks from 
the day the locomotive arrived at As-
pen Crossing until it made its first run, 
Weston said, and it has been running at 
least twice a week since then, manned 
in great part by volunteers including, 
according to Weston, “at least six, most-
ly retired, locomotive engineers.” 

Weston said the Aspen Crossing 
facility started life as a garden cen-
tre, but since both Thornhill and his 
father were also railroad fans, they 
decided to branch out. 

“For a number of years now 
(Thornhill) has been collecting rail-
way paraphernalia of all sorts, in-
cluding a lot of stuff from CP like a 
snow plow, box cars,” Weston said, 
“and just this summer he got a 25-
ton crane that runs on tracks that CP 
didn’t have any more use for.”  

Thornhill also has three cabooses 
in his collection. 

“They were completely gutted and 
redone into cabins,” Weston said, 
“and they’re absolutely beautiful, 
sitting on a piece of track in the RV 
campground there, where they can 

be rented out.” 
The result of all this collecting 

and moving and renovating and 
restoring is a rural Alberta tour-
ist attraction that offers railway 
excursions that range from wine 
and cheese tours to dinner the-
atre events, a kid-oriented circus 
train and the pub-themed “Ales 
on Rails.” Some of these jour-
neys along Thornhill’s stretch of 
track even include a train robbery. 
Events run from May through Oc-
tober. More info can be found at  
www.aspencrossing.com.  

Tourist train gets to destination by truck
Continued from page 1

The road-bound train attracted lots of attention on its journey. 
        (Photos courtesy of Glen Brosimsky)
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’m getting restless. Not be-
cause I’ve yet to pull the trigger 
on an APU. But I have found a 
solution that works perfectly. 

It’s so simple I wish I had 
thought of it before. I’ve just 
stopped worrying about the 

issue entirely. If it’s too hot to sleep, I 
run the truck. If it’s nice and cool, I don’t. 

Problem solved.
My restlessness now is due to reach-

ing a performance plateau. There isn’t 
much more I can do with my business 
now to improve it. 

I’ve struck a nice balance between be-
ing out there earning a buck and being 
at home with my family and friends and 
enjoying the fruits of my labour. 

I could micro-manage things and pos-
sibly save a little money here and there, 
but there’s always the danger of spend-
ing $10 trying to save $5 when you start 
doing that.

So I have a few options available to 
take my business to the next level. I could 
increase the revenue and profits on my 
current truck by working it more, either 
by running team or using a part-time 
driver to drive it while I am taking my 
home time. 

Running team is not an option for me, 

which leaves a part-time driver as the 
only consideration. 

I could also increase my revenue by 
adding another truck or getting my own 
authority and finding my own work, 
both of which I have done in the past.

However it’s not that simple. Adding 
another truck adds a whole lot of head-
aches too. 

First of all, I’d need a truck. I know ex-
actly which one I would go for as I al-
ready have one, but the current model is 
quite a bit more expensive than the one I 
have due to a combination of increased 
prices and the disparity between the US 
and Canadian dollars. 

I know the truck would still make 
money – on paper, at least – but I would 
need a driver and good ones are thin on 
the ground. 

Back in Britain, when I ran a small 
fleet, things were different. 

I had been in the industry all my 
working life and as such I knew a lot of 

drivers from working alongside them. I 
knew which of them I wanted behind the 
wheel of my trucks and which I didn’t. 
Over here, it’s different. 

I haven’t been around long enough to 
know who’s good and who isn’t. I have 
friends who drive truck, but most of 
them are themselves owner/operators.

In any case, employing family or 
friends is not a very good idea in my ex-
perience. Been there, done that. So then 
I’d have to advertise and put the word 
out there. Been there and done that, too. 

One guy had the perfect resume, 
many years of experience ending as a 
driver-trainer for a very reputable com-
pany and a reference from his previous 
employer that could only have been bet-
ter if it had been written by his mum, so 
I snapped him up. 

I now believe that the reference was 
so good because the previous employer 
wanted to make sure I gave him the job 
and took him off their hands. 

This leaves me with the option of go-
ing out on my own and running under 
my own authority. I’ve done it before. 

In fact, in Britain it is the only way you 
can become an owner/operator; run-
ning on another carrier’s authority and 
insurance is illegal. 

I’m quite good at sales, I know how to 
pick loads, negotiate a good rate and be 
two or three steps ahead of myself when 
doing so in order to keep moving with 
high-paying loads. 

All the information needed to do so is 
readily available if you know how to use 
the load boards. 

However I would need a trailer and a 

yard to park my truck and trailer. I would 
need to be responsible for making sure 
I get paid in full and on time. I’d need 
a fuel card and everything I had to buy 
would be a retail prices, as I would no 
longer get fleet discounts.

I would still be better off financially if I 
did everything right, but it wouldn’t take 
much for circumstances beyond my con-
trol to throw a rather large wrench in the 
works – something as simple as a missed 
appointment due to weather, traffic, de-
lays in loading, a breakdown, illness or 
family emergency or even a situation like 
I was recently faced with. 

I loaded in Vancouver for delivery into 
Calgary and when I loaded I phoned the 
receiver to make a delivery appointment 
for the next day. It was early afternoon 
when I was ready to roll and the receiver 
had already finished for the day. 

I arrived in Calgary that night and 
took my break. When I started again 
the next day I called the receiver again 
and was informed that they were mak-
ing bookings five days in advance. 

With my own trailer I would now be 
stuck with a load for the next week, if you 
included the weekend. 

Yes, I would’ve charged demurrage, 
but I would’ve already had my next load 
or two organized and would have to can-
cel those, which could have cost me a 
penalty charge on top of harming my 
reputation for reliability.

None of the above is a factor with the 
carrier I’m leased to now. If I have a prob-
lem and cannot continue with a load, 
they can easily repower it. If a receiver 

Continued on page 37

Taking the business
to the next level

Mark Lee

You say tomato 
I say tomahto

opinion

Unreserved public truck auctions

Equipment includes
Truck tractors, vacuum trucks, 
tank trucks, water trucks, utility trucks, 
pickups, lowboys, hiboys, tank trailers &  
much more

Inspection hours
Mon–Fri, 8 am–5 pm
Financing & leasing 
Up to 100% financing, with no money 
down.

Bid in person or online
▸  No minimum bids or reserve prices
▸  Test and inspect on-site
▸  Open to the public
▸  Free registration

Location
721076 Range Road 51, Grande Prairie, AB
More items added daily
Call about selling: 780.538.1100

 See complete listings at  rbauction.com/Grande-Prairie   

2 – 2014 Western Star 4900SA 9820 Litre Hot Oiler Tank Trucks 2012 Western Star 4900SA 12597 Litre Combo

2014 Western Star 4900SA 21500 Litre 2011 Western Star 4900SA Steam Truck 2012 Hamm's 21150 Litre

Auction Company License #303043

October 5, 2015 (Monday) 8 amGrande Prairie, AB    

We now offer low-rate leasing. Apply today.
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WHEN WE DIG IN HARDERWHEN WE DIG IN HARDER
SO YOU CAN MOVE MOUNTAINS.
Uptime is more than building trucks designed to stay on the 
road longer. It’s our renewed commitment to the industry. 
It’s having a passion to deliver innovation, tools and services to 
keep our customers moving forward. It’s performing well beyond 
expectations at every turn, and having the drive to be better 
every day. Uptime is taking pride in engineering a line of durable 
workhorses that keep your jobsites running on schedule.

ca.InternationalTrucks.com
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his past July I was doing 
my regular gig, a round-
er from our terminal in 
southwestern Ontar-
io up to Winnipeg and 
back. 

It was my first week 
back after two weeks of 

vacation and the first leg went off with-
out a hitch.

 It was good to be back in the saddle 
again cruising through Northern On-
tario on a beautiful weekend. 

That Monday morning I hooked on 
to my wagon heading down to the Twin 
Cities from Winnipeg and my first break 
was in Fargo to grab a cup of coffee. 

I got back on the road now heading 
east into Minnesota on I-94 and that’s 
when the “tinkling” sound started.

Had I picked up some debris off the 
highway, which might be stuck to my 
grille or front axle? I played with the 
throttle a little; definitely not engine-re-
lated.  No vibration through the steering 
wheel, no play in the steers, no pulling 
to the left or right. 

Tapped the brakes. Nope, the sound 
remained constant. 

Adjusted my mirrors to check all my 
drives. Nope – besides I’d just done a 

walk-around a few minutes before and 
all was good. 

I opened my windows all the way and 
couldn’t hear anything unusual over the 
howl of the wind, but as soon as I closed 
the windows there it was again. 

Damn, it sounded like it was coming 
from behind the dash. 

So I started banging on the dashboard 
as if I could beat the sound out of it. 

Nothing. 
That tinkling, whistling, rattling 

sound was still there and it was driving 
me nuts.

Enough was enough. 
Next exit, I was ready to hit the shoul-

der of the off-ramp and pop the hood to 
see what was up. 

That’s when I felt the breeze on my 
arm and it hit me. I’d left the top bunk 
windows in the sleeper open. I started 
laughing at myself. 

Coming south on I-29 into Fargo I 
had had a tailwind all the way so there 

was no whistle from the windows, but 
as soon as I started heading east on I-94 
after grabbing my coffee, that tailwind 
was now a crosswind so the tinkling, rat-
tling and whistling began. 

And I was hearing it through the dash 
because the Cascadia I drive has vents 
for the upper bunk right in front of the 
bunk window.

 It was like listening to your parents’ 
conversation in the kitchen through the 
heating duct in your bedroom when you 
were a kid.

If truck drivers share anything in 
common, it is the fact that we are all in 
tune with our ride in a way that normal 
people think is somewhere between ec-
centric and downright weird. 

As soon as we hear something out of 
the ordinary, smell something out of the 
ordinary, feel something out of the or-
dinary, or see something out of the or-
dinary, it sets us on high alert and we 
have to have an answer to put our minds 
at rest.

It’s this attention to detail that sepa-
rates us from other drivers on the road.

 It’s a quality that extends outside of 
the cab. It’s that whisper of wet, salted 
pavement at night that suddenly goes 
quiet and you know you’re now on black 
ice even though the appearance of the 
pavement hasn’t changed. 

It’s driving on that winding mountain 
road on a foggy late winter morning and 
noticing that the snow on your shoulder 
is freshly plowed but the other shoulder 
isn’t, so you know that grader or plow is 
just ahead of you working the shoulder 
even before you see it. 

It’s seeing the crosswind at the tree 
break before it hits you, or preparing for 
the ice on that shaded corner before you 
reach it. 

It’s knowing there are two more deer 
about to follow that first one out of the 
bush. 

That’s trucking, isn’t it? 
To be always prepared for the un-

expected and play it out in your mind 
ahead of time even though you may have 
been down that road a thousand times.

Finally, a shout-out to the officers 
working out of the OPP detachment in 
Wawa, Ont. 

I go through there every week and on 
the Saturday prior to Christmas last year 
I was stopped at their RIDE check where 
I was recognized from my picture that 
appears next to this column. 

As we chatted, the officer asked me to 
remind everyone to turn on their head-
lights day or night. 

Well, wouldn’t you know I pulled up 
to another RIDE check in Wawa this past 
July and that same officer said with a 
smile, “There are still a lot of drivers run-
ning around up here with no lights on.”

One of the tenets of defensive driving 
is: Make sure they see you. 

So let’s all show our emergency re-
sponders some respect and turn on those 
headlights. 

Al Goodhall has been a professional 
long-haul driver since 1998. He shares 
his experiences via his ‘Over the Road’ 
blog at http://truckingacrosscanada.
blogspot.com. You can also follow him 
on Twitter at @Al_Goodhall.

Being in tune
with your ride
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Ergonomics for truck drivers —  
easy adjustments to reduce 
back injury 

To view the Ergonomics for Truckers 
video visit worksafebc.com/ergonomics.
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Down
Big-rig drivers’ oasis (5,4)
Bumper to back of cab spec. abbr. (1,1,1)
Tripmeter reset reading (1,1,1,1,1)
Inter-rig chat device (1,1,5)
Tot’s Tonka-truck terrain  
“BJ and the Bear” Kenworth model  
NASCAR pit-stop fuel handler (3,3)
Dashboard info sources  
No, on 9-Across device  
Drivers’ compartments  
Cold-cargo carriers  
’70s Road Boss brand  
Parking area  
Unionized truckers

Truck technician’s investment  
Flexible driveshaft couplings (1,6)
Stickshift topper  
Smokey’s signed souvenir  
PIN component  
“10-4, good _____”  
Tailgate-party sights  
Even-number interstate orientation (4,4)
’80s GMC conventional  
Mack vocational model  
Eastern ON-based carrier since ’78  
Trailer brand, ____ Dane  
Rig’s detailed design, in short  
Certain routes, briefly

Al Goodhall

Over the
RoadT
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’ve written about service ve-
hicle expenses for the past 
two columns and discussed 
the rules for claiming this 
expense. But let’s put this 
all together with some real 
numbers so you can see what 

this really means to you.
The big auto makers use 25,000 kilo-

metres a year as their standard allow-
ance in their lease agreements so that’s 
what we’ll use as a baseline. We’ll also 
assume the following annual expenses: 
insurance; $2,000; fuel, $2,400; licence, 
$120; and maintenance, $1,000.

Let’s also assume that what you paid 
for your vehicle equals at least the max-
imum value on your capital cost allow-
ance (CCA) schedule – say, $30,000. 
Without getting hung up on specific 
CCA rules, this means you have CCA 
claims of $9,000, $6,300, and $4,410 
over three years. 

You also have a loan on this vehicle 
and the interest charges on the loan 
balance for these years are $1,500, 
$1,300, and $1,000 respectively.

Now it’s time to calculate the busi-
ness use of the vehicle. But before I do, 
this warrants repeating: commuting 
from your home to your truck – regard-
less of whether it’s parked at the ter-
minal, the mall, your buddy’s farm, or 
a customer’s yard – is considered per-
sonal use, not business.

So thanks to your trusty service ve-
hicle journal you determine that 10% of 
the distance you log is for business use. 
That means you can claim expenses of 
$1,602, $1,312, and $1,093 each of these 
years. If your log shows 25% business 
use, your claims are $4,005, $3,280 and 
$2,732.

Multiply these numbers by 30% to 
determine your tax savings and – well, 
it’s not much. Any tax reduction is good, 
of course, but it’s not really significant 

unless you can show 50% or more.

Should you lease?
With a lease, the CCA and interest 
disappear and your lease payment is 
claimed instead. The max lease deduc-
tion is $800 per month and your yearly 
expenses are $9,600 in lease payments 
and $5,520 annual expenses. Therefore 
a claim of 10% business use gets you 
$1,512 in expenses for the year while 
25% gets you $3,780.

Inside the numbers
So let’s go inside the numbers on this 
and analyze a 25% expense claim. 

If you drive your vehicle 25,000 kilo-
metres per year, that means 6,250 ki-
lometres are for your business. Each 
month, you need to show that you trav-
el 520 kilometres on trips to the bank, 
your carrier, accountant, repair shops, 
chasing after employees, or other valid 
business trips.

But 520 kilometres a month is a lot 
of travel, even if you get “creative” with 
your service vehicle log. Heck, at 60 
km/h, that’s 8.5 hours of driving each 
month.

Travel reimbursement
CRA allows another way to calculate 
a service vehicle claim.

If you’re an incorporated owner/op-
erator and an employee of your busi-
ness, CRA allows a reimbursement al-
lowance of 55 cents per kilometre for 
the first 5,000 kms and then 49 cents 
after that. 

We do have some sole proprietor 
owner/operators using this method 
as well, assuming that this is a reason-
able approach and CRA will allow it. 
It can be less work as you do not need 
to keep all of the receipts for your ex-
penses; however, the business use log is 
still an absolute. The business can still 
even claim GST/HST from this monthly 
payment to you.

The concept is simple as each month 
you would show a detailed use of your 
vehicle and then the business would 
write you a cheque for your mileage. 
This allowance or reimbursement 
is tax-free to you while the business 
claims the whole expense. If you pay 
a higher per-kilometre rate than what 
CRA allows, or you just pay yourself a 
set per month allowance, the amount 
becomes taxable to you.

Let’s go back to our 6,250 kilome-
tres per year of business travel using 
these per-kilometre reimbursement 
rates. The business would write you 
cheques totaling $3,362.50 during the 
year. Wow! That’s right in the same 
ballpark, isn’t it?

Every situation is different. An own-
er/operator living in Toronto and work-
ing with a local carrier will log com-
pletely different distances of business 
travel compared to someone out in the 
country on RR 2.

The important thing is that you prop-
erly document and claim your travel ex-
pense. It’s one of the most misunder-
stood (and abused) deductions that CRA 
sees – and one of the first an auditor will 
look for. 

Scott Taylor is vice-president of 
TFS Group, providing account-
ing, bookkeeping, tax return prepa-
ration, and other business services 
for owner/operators. Learn more at  
www.tfsgroup.com or call 800-461-5970 
to become a client.

Where the rubber
hits the road

Scott Taylor

Tax
TalkI
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1-800 GET HOWES (438-4693) • www.howeslube.com

Watch out winter, Howes Diesel Treat is changing the game! Why 
take chances with your diesel fuel gelling when Howes can give 
you a 100% GUARANTEE against it?  While competing products 
disperse water, Howes Diesel Treat displaces it, leaving only pure 
fuel to burn. If you want winning performance all winter long, stay 
in the game with Howes Diesel Treat.  

✓ Prevents Diesel Fuel From Gelling, Guaranteed!

✓ Saves Money and Eliminates Downtime

✓ Increases Power and Fuel Economy

✓ Eliminates Smoking and Rough Idle 

✓ Treats More Fuel than Competing Brands

✓ Warranty Safe for all Diesel Emission Systems

Truckers 1,
Winter 0.

Howes Collectible Pocket Knife
when you purchase six bottles of Diesel Treat ½ gallons.
Visit www.howeslube.com or call 1-800 GET HOWES
Offer ends: 3/31/16, available while supplies last.

2nd in Series, 
Limited Edition!
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 A truck just drove off
with your profits.
You didn’t notice its most recent tune-up. Or how much you’re paying in contract 
maintenance. In fact, this truck has been hiding all sorts of costs from you. But with 
our Total Cost of Ownership tool, you see exactly where every cent is going in your 
operation. Be Ever Better. Discover how our TCO tool, created in partnership with Ernst 
& Young, can help you optimize your fleet and eliminate hidden costs at Ryder.com.

Ryder and the Ryder logo are registered trademarks of Ryder Systems, Inc. 
Copyright ©2015 Ryder System, Inc. Ever better is a trademark of Ryder System, Inc. 

  

health

TORONTO, Ont. – The next Healthy 
Fleet Challenge has been scheduled. The 
three-month walking challenge is set to 
start on Sept. 1 and unlike the last chal-
lenge, this one will carry on for the full 
three months with no break months in 
between. The challenge was created by 
Healthy Trucker (and is in partnership 
with the American Trucking Associa-
tions and Truck News/Truck West) with 
the goal of getting the industry more 
active. The challenge measures com-
petitors’ daily steps and uses an online 
leaderboard to help drive competitors 
to the top. The team with the most steps 
at the end of the challenge wins brag-
ging rights. 

To sign up for the challenge, indi-
viduals need to purchase either a Fitbit 
or Withings device (wearable technol-
ogy) or download the free MOVES ap-
plication that turns your iPhone or An-
droid device into a pedometer. These 
devices will track your daily activity 
and automatically send it to the online 
leaderboard.

The leaderboard is l ive on  
www.HealthyFleet.com and ranks each 
company by the number of steps that 
team members take. Each team will also 
get their very own leaderboard that will 
show a real time step count for each em-
ployee and driver that is participating. 

The company team leaderboard is a 
great way to create an internal compa-
ny step challenge around steps, miles or 
calories burned, Healthy Trucker said.

There is a lot of improvements to 
the challenge this time around, added 
Healthy Trucker. Going forward, inter-
ested patrons and readers can join the 
challenge under the ATA or Truck News 
team, if they don’t have a team them-
selves. This allows individuals to get 
active without waiting around for their 
company to step up to the challenge.

The Web site has also received a face-
lift with additional features exclusively 
available to companies that subscribe 
to the Healthy Fleet wellness solution.

“We wanted to offer some additional 
perks to our members to thank them for 
their support,” said Aaron Lindsay, vice-
president, marketing at Healthy Trucker. 
“Healthy Fleet subscribers can now set 
up internal challenges between branch-
es or departments. Drivers can compete 
against management, or in cases where 
a company has a branch in the East, they 
can take on their counterparts in West. “

Once you have a device or applica-
tion you have two options to join the 
challenge:

• Individuals can sign up by joining 
the Truck News/Truck West or ATA team 
at www.HealthyFleet.com

• Companies can sign up by send-
ing a jpeg of your logo to info@
healthyfleet.com. To learn more visit  
www.HealthyFleet.com.  

Next
Healthy
Fleet
Challenge
set for 
September
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n Alberta, even the thought 
of suggesting a provincial 
sales tax is enough to get you 
tarred and feathered.

The absence of a PST is a 
great boon to Albertans. We 
can buy trucks and equip-

ment, get them repaired, and continue 
down our proverbial yellow brick road 
PST-free, coins jangling in our pock-
ets as we laugh all the way to the bank. 

That is, until we take our trucks into 
our neighbours’ backyards. 

Every week I get a call from some-
one who doesn’t realize that if they take 
their commercial vehicles into B.C., 
Saskatchewan, or Manitoba, they are 
triggering a sales tax exposure.

Taxed for temporary use
Think about it.

Even though Alberta doesn’t charge 
PST, it’s a major source of revenue for 
other provinces. Why would these ju-
risdictions let Albertans use their roads 
and compete against their carriers 
without charging them an equivalent 
sales tax? It wouldn’t be a very fair sys-
tem of commerce if that were allowed.

At the same time, carriers from neigh-
bouring provinces would be practically 
stampeding into Alberta to buy equip-
ment and get their vehicles repaired, 
tax-free. Good for Alberta business, but 
not so good for Mr. Truck Dealership or 
Mr. Mechanic in a province that charg-
es their consumers sales tax.

Here’s where IFTA and IRP come in.
IFTA and IRP were created for the 

fair distribution of tax amongst juris-
dictions are most often putting them-
selves at a disadvantage. Even though 
these programs are voluntary, in truth, 
they are mandatory if you want to run 
your business legitimately and pay the 
taxes you owe.

Private carriers are vulnerable
Here is where I see a major disconnect.

Over-the-road for-hire transporta-
tion companies see IFTA and IRP as a 
necessity – another set of rules to follow 
as they go about the business of haul-
ing freight. To them, these programs 
make sense.

The bigger issue is with private car-
riers like oilfield services companies. 
They have commercial vehicles but they 
don’t consider themselves to be a trans-
portation company and aren’t aware of 
all the rules and how to comply. These 
types of service companies often travel 
into another province for a job that last 
weeks, staying put in single location.

This triggers a need to pay sales tax 
on their equipment.

If you’re a service company, don’t 
count on Larry in accounting to make 
sure the taxes get paid. Conventional 
accountants are educated in tax law but 
not all of them have the expertise re-
quired when it comes to consumption 
taxes (fuel), license fees, and sales tax-
es charged for temporary use in anoth-
er jurisdiction. They simply don’t work 
with it enough to really understand. 

Or the guys in the field office are mer-
rily going along buying up single trip 

permits without telling the people fil-
ing the sales tax returns what they’re 
doing. I recently had a call from a com-
pany who told me they stopped licens-
ing under IFTA and IRP because they 
were “paying too much.” If they think 
they’re paying too much now, wait until 
they get a visit from a B.C. tax auditor.

Benefits of IFTA, IRP
IFTA and IRP help companies 
make sure they’re meeting their tax  
obligation.

Did you know you’re required to 
pay sales tax for temporary use of any 
commercial vehicle? Yup, even pickup 
trucks used in commercial operations. 
If you already have a fleet established, 
in most cases, IRP is the easiest way to 
pay tax on these light-duty vehicles.

The best part about both IFTA and 
IRP is that you only pay for what you 
use! Without IFTA and IRP, chances are 
you are paying too much sales tax un-
der temporary use rules. 

The biggest hurdle with the IFTA and 
IRP programs is that companies have 
a hard time getting the distance and 
fuel purchase information from their 
drivers. 

With GPS, fuel cards, onboard data 
loggers, and f leet management soft-
ware, that shouldn’t be a problem 

anymore. 
If you aren’t using IFTA and IRP to li-

cense your fleet and pay tax, you might 
want to take a second look. 

If you are an Alberta carrier travelling 
to B.C., Saskatchewan, or Manitoba for 
your job, you owe tax. 

If you haven’t paid, you won’t be 
laughing too much when the auditor 
shows up and asks you to cough up for 
the sales tax you should have been pay-
ing all along. 

Make sure you have enough in the 
bank to cover the penalty and interest 
they’ll be charging you, too. 

Sandy Johnson is the founder and man-
aging partner at North Star Fleet Solu-
tions in Calgary. The company provides 
vehicle tax and license compliance ser-
vices for trucking operations rang-
ing from single vehicles to large fleets. 
She can be reached at 877-860-8025 
or northstarfleet.com. 

Alberta and the 
‘PST-free’ myth

Sandy Johnson

Permits &
LicensingI
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ON OCTOBER 14th 2015, PLEASE PLAN ON 
JOINING CANADA’S TOP TRANSPORTATION EXECUTIVES 

FOR A DAY OF EDUCATION & NETWORKING.

THE ECONOMY IN 2016:  Leading economic experts provide their projections  
for the coming year & industry executives outline their strategic response.

THE VIEW FROM THE TOP:  The transportation executive’s perspective on the 
major trends driving transportation in 2016 and beyond.

SHIPPER-CARRIER ROUNDTABLE:  How should shippers and carriers react 
to the challenges shaping the transportation industry? Leading shippers and 
carriers participate in a frank and open discussion.

THE FUTURE OF RETAIL DISTRIBUTION IN CANADA: E-commerce, omni-
channel distribution, smart apps, same-day delivery are all  profoundly changing 
the way retailers do business and impacting every facet of logistics and 
transportation. How should transportation professionals adapt?

CARRIER BENCHMARKING: Do you know how your company stacks up against 
the competition on key variables such as cost per mile & revenue per mile? How 
to find out without breaking competition laws.

BEST PRACTICES IN MERGERS & ACQUISITIONS: Hear from the experts on the 
best way to go about buying a trucking company, freight broker or full service 
logistics provider.

SHIPPER & CARRIER SCORECARDS: Straight talk on the metrics and measure-
ment tools used to see how shipper and carrier goals and expectations align 
with each other.

IS OUTSOURCING TO A 3PL THE RIGHT STRATEGY FOR YOUR BUSINESS?: 
Learn what the latest research reveals about 3PL utilization and effectiveness 
and hear first hand from a major shipper who embarked on an exploration and 
evaluation of 3PL services.

We have created an agenda that truly addresses the many 
challenges facing both Shipper and Carrier executives.

Introducing the 2015 team of presenters...2015 SUMMIT AGENDA
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ccording to 17th century 
English political philos-
opher Thomas Hobbes, 
life is “nasty, brutish and 
short” for individuals in 
a state of nature, that is, 
not governed by a strong 

undivided political power.
Replace “short” with “intermina-

bly long” and you’ve got a pretty good 
definition of the federal election cam-
paign underway – not only is it the lon-
gest in Canadian history, it’s likely to be 
the most nasty and brutish battle ever 
witnessed in this country, not to men-

tion the most expensive.
With the three major parties in a dead 

heat heading into the election, the out-
come is anybody’s guess: to paraphrase 
the Toronto Star pundits, whether Harp-
er’s Conservatives score a rare, fourth 
straight win, or Canadians elect their 
first ever NDP government, or the Lib-

erals rebound from the political penalty 
box, this electoral contest promises to be 
one for the history books. By the time 
you read this, you’ve probably heard 
everyone’s opinion on every conceiv-
able issue, so I have no intention of go-
ing there. Instead, I’m here to harangue 
you to act on your own opinion, and vote. 

There’s absolutely no excuse any-
more why you can’t. Voting in a Cana-
dian federal election is one of the few 
things that’s actually easy for truck driv-
ers to do, despite hectic and unpredict-
able schedules, and pretty good odds 
that you’ll be miles from home on elec-
tion day. 

With our National Register of Electors, 
the permanent computerized database 
of Canadians who are qualified to vote, 
you’re already on the voter’s list, and will 
be mailed a voter information card tell-
ing you when and where to vote. If you’re 
not sure whether or not you’re registered, 
help is only a mouse-click away on the 

Elections Canada Web site (www.elec-
tions.ca) where you can check or update 
your voter registration, or even register 
online.  If you can’t vote on election day 
(Oct. 19), you can vote earlier at one of 
four advance polls (Oct. 9, 10, 11 and 12) 
or anytime at one of 400 Elections Can-
ada offices across the country. Or you 
can skip the line-ups altogether and vote 
by mail. To do this, you’ll need a special 
ballot, which you can get from Elections 
Canada, either through the Web site or 
by telephone. You can mail that ballot 
anytime, from anywhere in the world, 
in the envelope provided.

So now we’ve established that there’s 
no excuse for not casting your vote, why 
the heck should you?   

Most of us old enough to have a few 
elections under our belts are skeptical 
or downright cynical when it comes to 
campaign rhetoric and election promis-
es. It’s not without reason truckers often 
feel invisible; our day-to-day concerns 
can easily get lost in discussions on key 
issues like the economy, the environ-
ment and national security. But elections 
are about a lot more than which politi-
cal party we’ll vote into office. The whole 
campaign process provides a perfect op-
portunity to raise trucking issues with 
the political hopefuls who’ll be knock-
ing at your door looking for your vote.  

Our “first past the post” electoral sys-
tem means that the candidate who wins 
your riding will represent you in Parlia-
ment, regardless of which party forms 
the government. When the dust settles, 
that person is the one who will be sit-
ting in the House, working on commit-
tees, debating issues, and voting on Bills. 

Although trucking issues aren’t likely 
to top a Prime Minister’s priority list, an 
MP who understands this industry and 
its issues will be more helpful than one 
who doesn’t.  While the federal govern-
ment has relatively little jurisdiction over 
transportation compared to provincial 
governments, there is no shortage of is-
sues for truckers to discuss with politi-
cal hopefuls.  When they’re laying out 
their plans for economic renewal, politi-
cians need to be reminded the economy 
moves by truck.  

Infrastructure investment is probably 
the most tangible way average Canadi-
ans see their governments in action, so 
infrastructure dollars – both spent and 
promised – are a popular tool for gov-
ernments before and during an election.   

But we need politicians to understand 
that infrastructure is so much more than 
public transit and a few miles of twin-
ning and a new overpass here and there. 
Our crumbling infrastructure and lack 
of rest areas and truck parking puts driv-
ers at risk on a daily basis. It’s time the 
feds showed some leadership in ad-
dressing these problems, rather than 
squabbling with provinces over fund-
ing and jurisdiction.  The environment? 
Here’s another area where an enlight-
ened federal government could show 
more leadership. Canada needs a com-
prehensive green plan, not a patchwork 
of conflicting policies and regulations. 
And we need practical, accessible, in-
centive programs at all levels that sup-
port an industry struggling with the high 
cost of adopting green technologies that 
would not only help improve fuel econo-
my and GHG reduction today, but would 
also give trucking a leg up in meeting 
tighter and more expensive regula-
tion only a couple of years away.  Many  
labour and human resource issues  
      Continued on page 37
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By James Menzies

ABBOTSFORD, B.C. – Westport may 
have discontinued production of its 
15-litre liquefied natural gas engine, but 
that hasn’t prevented one of its biggest 
fans, Vedder Transport, from adding to 
its LNG fleet.

Vedder announced in early August it 
has acquired all 15 LNG-powered Peter-
bilts owned by Bison Transport. When 
Bison made it known that it wanted out 
of its LNG trucks, the timing couldn’t 
have been better for Vedder, which had 
just received an offer for an additional 
dairy contract if it could be served by 
its LNG fleet.

Vedder already had 50 trucks in 
service with the Westport 15-litre en-
gine and president Fred Zweep said he 
couldn’t be happier with their perfor-

mance.
“We’re always looking at continuing 

to expand our 15-litre LNG fleet sim-
ply because of the success we’ve had 
with it,” Zweep said in an interview with 
Truck West. “The success comes in a few 
forms. The technology is bulletproof. 
In our one 15-litre fleet we operate at 
140,000-lb GVW in both directions and 
we’re pushing almost 850,000 kilome-
tres on 15 of the vehicles in that fleet 
and from a technological perspective, 
the engine has been robust, the tech-
nology related to the LNG has been ro-
bust and any of the maintenance issues 
we’ve seen are typical wear and tear is-
sues related to the terrain we’re going 
up and over.”

Zweep said Vedder’s customers ap-
preciate the environmental benefits of 
running LNG trucks and have come to 

request their contracts to be serviced 
by those vehicles.

“Going back about 90 days ago, one 
of our large dairy clients offered us 
an opportunity to expand our busi-
ness and one of the requirements was, 
they really wanted us to expand our 
natural gas presence within that foot-
print. So when Bison made it known 
to the Peterbilt organization that they 
were looking to divest themselves out 
of their existing fleet of 15-litre LNG 
engines, we took the opportunity to 
have a long look at their equipment 
and made the purchase of it,” Zweep 
explained.

Those trucks have been on the road 
for nearly three years and Vedder plans 
to run them for another five years or 
more before redeploying them with-
in the Vedder organization. While the 

15L Westport engine has been discon-
tinued, Zweep said he’s confident the 
engines can be rebuilt and their life ex-
pectancies extended.

“Most people in the trucking in-
dustry look at the life of a vehicle at 
560,000-850,000 kilometres and they 
are looking to move that equipment 
out of the fleet because of the main-
tenance spike that typically occurs 
within that range. We want to keep this 
equipment far longer. The expertise 
of being able to rebuild that engine is 
certainly there, the technology is avail-
able to us. We’re looking at two engines 
essentially – the diesel block and the 
LNG components – and the diesel 
block we’re not concerned about and 
the LNG components we’re not con-
cerned about,” Zweep said. “Peterbilt 
Pacific maintains our LNG fleet and 
they have a robust workforce that has 
embraced the LNG technology. We’re 
not concerned about rebuilding that 
engine whatsoever. We feel we have re-
lationships with the appropriate peo-
ple to rebuild our engines.”

The trucks also will be refurbished 
at about a million kilometres so drivers 
will continue to enjoy a comfortable ve-
hicle to operate, Zweep added.

But before they’re deployed into 
the Vedder fleet, the trucks will have 
to undergo a significant reconfigura-
tion. Vedder likes to relocate the wir-
ing harnesses to prevent issues it has 
encountered on its existing LNG trucks 
and the trucks also have to be config-
ured to accommodate the hydraulic 
systems required within the dairy op-
erations.

“We have to move the DEF tank and 
we have to move the 50-litre diesel 
tank to create frame rail space to en-
able us to put hydraulic pumps onto the 
frame rail,” Zweep said. “We’re going to 
paint them and they’ll come out look-
ing brand new.”

While the Cummins ISX12 G is the 
natural gas engine receiving the most 
attention of late, Zweep said it’s not an 
option for the heavy payloads and chal-
lenging terrain the company runs.

“The 15-litre where we operate here 
in Western Canada is certainly a re-
quirement,” he said. “The 12-litre be-
ing produced today doesn’t hit the 
horsepower we would require to move 
140,000-lb GVW.”

With Bison now out of the LNG pic-
ture, two Shell LNG fuelling stations in 
Alberta may have an uncertain future. 

At a recent press event, Truck West 
asked company representatives if those 
fuelling stations were still viable given 
the absence of a 15-litre LNG engine in 
the marketplace.

“The station is viable,” said Scott 
Hartman, downstream LNG applica-
tion specialist, before Bison sold off its 
LNG units. “We’d have liked to have 
Westport trucks still being manufac-
tured the last couple years. But there’s 
a new Cummins Westport engine, the 
ISX12 G, there’s a Volvo engine offering 
in Europe that’s similar to the West-
port system that’ll be released in the 
next two years, so there are plenty of 
other OEMs now realizing the natural 
gas area is an attractive area to build 
their products. We will continue to 
build that (fuelling) network. It’s not 
ideal, but others are stepping into that 
space.” 

Vedder Transport buys Bison’s LNG fleet
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MONTREAL, Que. – The anticipated 
benefit of a weak Canadian dollar – a 
boost to manufacturing in Ontario and 
Quebec – has yet to materialize, caus-
ing TransForce in late July to reduce its 
earnings outlook for the rest of the year.

TransForce reported its Q2 earn-
ings July 23. They were up substan-
tially on major acquisitions made last 
year. However, Alain Bedard, chair-
man, president and CEO, warned ana-
lysts on a conference call that there has 
yet to be any improvement in manu-
facturing in Central Canada, even in 
light of a rapidly falling loonie.

Improved exports from Ontario and 
Quebec had been counted on to offset 
substantial freight losses in Alberta.

“The economy in Canada has con-
tracted since the beginning of this year 
and the reduced business activity in 
the oilpatch has had more far-reach-
ing impacts than originally anticipat-
ed,” Bedard said. “When we were mak-
ing our plan in September-October of 
2014, we never anticipated the back-
lash of this oil situation that affected 
so much in Alberta, Saskatchewan and 
also had some ripple effect in Ontar-
io. With the 75-78 cent Canadian dol-
lar, we thought that if this happens, 
the Ontario – and to a certain degree, 
maybe Quebec – manufacturing base 
should get a boost. We had major is-
sues in Alberta and Saskatchewan and 
we didn’t get that benefit in Ontario.”

Bedard hinted there’ll be news re-

garding the company’s waste division 
by the end of the year. It was widely ex-
pected TransForce would divest itself 
of this business, but Bedard didn’t rule 
out becoming a buyer in this segment 
due to currently depressed valuations.

LTL revenue was down 20% in Al-
berta, and Bedard said “We don’t an-
ticipate any improvement there. We’re 
getting adjusted to that new reality that 
Alberta is never going to be like it was 
a year ago or two years ago.”

Alberta is the only weak spot in the 
company’s truckload division as well, 
Bedard noted, however he added there 
were some unforeseen variables such as 
forest fires that also had a negative af-
fect on volumes. Still, he’s not expecting 
a turnaround in Alberta any time soon.

“In October last year we were opti-
mistic, but now we’re more cautious. 
This Alberta situation is really bad and 
I think it’s going to get worse. We have 
a situation there where a lot of people 
are losing their jobs, salaries are rolled 
back and they have a new government 
there and taxes are going to increase. 
That is why we are very cautious about 
Western Canada,” Bedard said.

However, he remains upbeat about 
the US market, its last-mile and same-
day operations in the US and Canada 
and its package and courier division, 
as well as its waste management divi-
sion. Bedard said it’s too early to make 
projections for 2016, however he said “I 
think 2016 will be better than 2015.” 

Pain in Alberta, no gain in Ontario 
behind TransForce’s lowered expectations

OKOTOKS, Alta. – Any near-term 
growth from Mullen Group is likely to 
occur on the trucking/logistics side of its 
business, at least until oil prices stabilize. 
Murray K. Mullen, chairman and CEO 
of Mullen Group, indicated on a confer-
ence call with investors last month the 
company has no appetite to expand its 
capacity in the oilfield services segment.

“We are always looking a acquisitions 
to augment our growth, but we do not 
do acquisitions for growth, we do them 
because they are strategic, and because 
they meet our financial thresholds. 
Trucking and logistics is our favourite 
area of focus at this time,” Mullen said.

Demand for oilfield services is so di-
minished, and rates under such intense 
downward pressure, that Mullen said 
the company prefers to park equipment 
than participate in a predatory pricing 
environment.

“We will never go to work for preda-
tory pricing,” he said. “We’ll be com-
petitive with anybody but we will not 
do stupid things and I will not allow our 
business units to work with clients that 
don’t respect our people and put them 
in harm’s way – I just won’t do it…we’re 
not market share-driven organization. 
That’s just not our game. This is a capital-
intensive business. We’ll let everybody 
else wear out your equipment, wear out 
your people, have safety issues – we’ll 
wait in the weeds and go back to work 
when it makes sense. We are not shut-
ting the doors but we don’t chase dumb 

business.”
Fortunately for Mullen Group, its di-

versification is paying off, and its grow-
ing trucking/logistics business is help-
ing offset revenue losses in the oilfield 
services division. Last year the compa-
ny acquired Gardewine Group – now its 
single largest entity – and the company 
has been working hard to improve that 
division’s profitability.

“We’re really pleased with the struc-
tural reforms we put in (at Gardewine 
Group),” Mullen said. “They are putting 
in place all the right processes to be able 
to get that margin up to where they need 
it to be and where we want to see them, 
but big ships take a little bit longer to 
move. They’re working hard at it.”

Freight demand has been soft in Al-
berta, and flat but consistent across most 
of Canada, Mullen said, allowing the 
trucking and logistics division to hold 
its own.

“The good news is, at least there was 
some demand whereas the oilfield ser-
vices segment experienced another bru-
tal quarter,” he said.

As for when the oil and gas industry 
will recover, Mullen wasn’t making any 
guesses. “Very few people predicted it 
would decline, so I don’t know how you 
can predict when it will go back up.”

While current oil prices are unsus-
tainable, Mullen added “One needs to 
be really cautious, because unsustain-
able levels does not necessarily mean 
there will be a quick recovery.” 

Mullen favours trucking/logistics 
for expansion as oil glut remains
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By Sonia Straface

Autumn is the season of heav y 
scarves, leaves changing colour, and 
pumpkin-flavoured everything. But 
for the trucking world, autumn is 
convoy season. 

Across the country, f leets and 
their drivers start up their big rigs 
for a multitude of good causes be-
ginning in September. Many of the 
truck convoys are in support of the 
Special Olympics’ provincial chap-
ters, while others are to raise money 
for cancer awareness.

Truck West has put together a list 
of some of the high-profile convoys 
happening across Western Canada 
this coming fall. 

•
On Sept. 12, Special Olympics Sas-
katchewan is once again participat-
ing in the World’s Largest Truck Con-
voy, an international celebration of 
the transport industry to raise funds 
and awareness for special athletes. 
Truck drivers throughout participat-
ing provinces and states across North 
America do the convoy to support 
those with intellectual disabilities. 
This year the convoy in Saskatche-
wan travels a total of 248 kilometres 
– from Saskatoon to Regina with a  
stop to pick up extra truckers in 
Chamberlain. 

Chelsea Fidler, the director of mar-
keting and development at Special 
Olympics Saskatchewan said the day 
is one that everyone looks forward to. 

“We have a lot of passionate truck-
ers that have been involved in the 
convoy forever and they all really en-
joy being a part of it and a lot of them 
will bring family along with them,” 
she said. 

She added that the truckers take off 
from Saskatoon at around 8:15 in the 
morning and get to Regina by noon 
in time for a celebratory BBQ. 

This year, the province is shaking 
things up and treating drivers to a 
pancake breakfast before they start 

up their trucks the morning of the 
convoy. 

Fidler said the goal for this year’s 
convoy would be around the same 
amount the organization raised last 
year – $40,000. 

•
Manitoba is also participating in the 
World’s Largest Truck Convoy in sup-
port of the province’s Special Olym-
pics on Sept. 12. Steven Dreger, the 
manager of communications and 
media relations at Special Olympics 
Manitoba said this year the focus is 
to keep it growing. 

“Our goal is always to keep grow-
ing and last year we had 190 trucks 
and that was a terrific number so it’s 
going to be a hard thing to beat,” he 
said. “We have grown in numbers 
over the years, so we always hope to 

gain a few more trucks each year. I 
think we can do it because we have 
a great committee and a really amaz-
ing trucking community.”

Dreger added that the truck driv-
ers really enjoy the day because it’s a 
chance to catch up with old friends. 

“The truckers really enjoy the truck 
convoy because it’s a day where the 
whole industry gets together, and a 
lot of the guys only see each other 
once a year and its at the convoy,” 
he said.  Last year, the convoy raised 
$60,000 for the province’s Special 
Olympics. 

“That is amazing,” Dreger said of 
the money raised last year. “Coming 
from Special Olympics staff in Man-
itoba, the money raised is an awe-
some bonus for our organization. 
We provide sporting opportunities 
for over 1,600 athletes so that mon-
ey goes a long way to providing trav-
elling opportunities and equipment 
and booking facilities for all different 

sports that we provide, so whatever 
is raised is really great for us.” 

Dreger said the Manitoba convoy 
is special because athletes them-
selves get involved in the truck con-
voy. “The athletes really enjoy going 
to the event too,” he said. “We love 
it when our athletes come out to our 
fundraising events, they also really 
enjoy the day. Some athletes even sit 
in with the drivers.” 

•
The World’s Largest Truck Convoy in 
Alberta has been pushed back to Oct. 
17. According to Andi McDonald of 
the Special Olympics Alberta, there 
will only be one convoy in the prov-
ince this year (in year’s past they had 
two – one in Grand Prairie and one 
in Calgary). 

The convoy will run out of Calgary 
this year and the Special Olympics 
team there hopes to raise close to 
$100,000 with 50-100 trucks expect-
ed to participate this year.  

Convoy countdown
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SEEKING DRIVERS & OWNER OPERATORS,
drivers for flatbed and reefer, trainees from accredited schools, 
apprentices & licensed mechanics, and on-the-road driver 
trainers. Positions also available out of BC and PQ.
East Coast Premium 
changing from $0.03cpm to $0.04cpm 
Between: (ON, PQ, NB, NS) and 
(NY, PA, NJ, RI, MD, DE, DC, MA, ME, VT, NH, CT)

Introducing: 
Select Mid-West Premium $0.04cpm
Between: (ON, PQ, NB, NS) and 
(Ohio, Michigan, Indiana)

New O/O Pay:  
Open Board $1.13 
Dedicated $1.12

“I feel at home working in the Bulk Division 

at Challenger. It fits my lifestyle. That’s the 

thing about Challenger – they have many 

different divisions that fit different drivers 

and different lifestyles. You  can 

do what’s right for you.  

AtAt Challenger, I have 

definately found what’s 

right for me.”

– Doug, Bulk Driver 

bulk

1.800.334.5142 
fax: 1.888.876.0870  
email: recruiting@challenger.com 
www.challenger.com

enjoy the ride,  we’ll take care of the rest

Consider joining Challenger’s Bulk Division, 
which offers many benefits to its drivers! 
NotNot only will your routes allow you to return home daily, you 
can work weekends if desired and we offer attainable trip 
pay bonuses.  If you want variety, we have other freight and 
year-round work available as a break or change.  The Bulk 
Division offers each driver a dedicated dispatcher and has 
new trucks entering service with 500HP engines and 
18 speed transmissions.  
ContactContact us today to learn more, and find out if the 
Bulk Division is the right fit for you! 

A new pay package 
Benefits starting Day One
A pay rate to match
  experience level
Tuition reimbursement 
  for qualified trainees
Paid orientationPaid orientation

Challenger Offers: 
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In honour of National Trucking Week we are celebrating our Employees and 
Contractors that make the STG family a company our customers can count on. Join 
us for a BBQ and givaways on Friday September 11th, 2015 from 11 a.m. - 3 p.m. at the 
following locations: 

Calgary: Kindersley Transport Ltd. Branch - 9905-54th Street S.E. Calgary, AB

Saskatoon: Husky Truck Stop - 315 Marquis Drive Saskatoon, SK 

Winnipeg: Kindersley Transport Ltd. Branch - 1991 Brookside Boulevard Winnipeg, MB

thank you to those who make 
the miles count
Siemens Transportation Group Inc.

YOUNTVILLE, Calif. – It takes more 
than investments in bricks in mortar to 
expand the capacity and maximize the 
efficiency of a dealer network.

Investments must also be made into 
new processes if dealerships are to make 
the most of their existing space and im-
prove their throughput. Friedrich Bau-
mann, senior vice-president, aftermar-
ket with Daimler Trucks North America, 
said the biggest of these investments 
within the DTNA organization is Elite 
Support. It’s a voluntary program that 
recognizes dealers that meet more than 
123 performance criteria. Dealers must 
also re-certify each year, meeting con-
tinuously tougher standards.

Participating dealers meet each year 
to refine the entry requirements and add 

new criteria. So far, 179 North American 
dealers belong to the program and they 
are offering an elevated service level to 
customers and achieving some valuable 
internal benefits as well.  One of the new 
requirements, added just this year, is 
that Elite Support dealers will soon need 
to be able to provide customers with in-
formation that will allow them to make 
decisions regarding their truck, driver 
and freight within two hours of a ser-
vice event.

“This is really important for many rea-
sons that directly impact the custom-
er,” said Catherine Auckland, director, 
aftermarket marketing with DTNA. “It 
allows the customer to make a decision 
about the big three (driver, truck and 
load) within two hours and enables im-
proved throughput at the dealership be-
cause every truck’s issue is known before 
it arrives.”

Brad Fauvre, president, Velocity Vehi-
cle Group with 24 locations in California, 
Nevada and Arizona, said becoming an 
Elite Support dealer has been beneficial 
in many ways.

“For those of us who have implement-
ed it, it has fundamentally changed how 
we go about the business,” Fauvre said 
during a press event. He noted the aver-
age turnaround time at one of Velocity’s 
locations was five days before becom-
ing an Elite Support dealer; it has been 
reduced to less than three days. Fauvre 
said a sidelined truck costs its owner 
about $1,000 a day in lost revenue.

“If we can save them a couple days, 
it really drives to their bottom line,” he 
said. Part of the process of becoming cer-
tified involves cleaning and organizing 
facilities.

“Tools can clutter and you might have 
a bay that’s used to store jacks and oth-
er types of tools,” explained Rick Reyn-

olds, president and dealer principal of 
Peach State Truck Centers. “A dynamic 
of this program has been a lean systems 
approach. See where clutter is, eliminate 
waste, bring better order to our shops. 
That brings additional capacity to our 
shops.”

“My facility is 50 years old,” add-
ed Scott Pharr, president of Western 
Star dealer Piedmont Truck Center in 
Greensboro, N.C. “It took a big effort to 
get it cleaned up. Our people are more 
proud of it today.”

Customers, it turns out, also care 
about a shop’s cleanliness, confirmed 
Ray Hufnagel, president of truck fleet 
Plastic Express. 

“We do care about how clean the shop 
is,” he said. “If you don’t have a clean 

shop, you’re probably 
not running an efficient 
shop. We walk through 
and look at things.”

Elite Support deal-
ers also aim to provide 
a consistent level of 
service, even for tran-
sient customers. A fleet 
based in Edmonton, 
Alta. should receive the 
same quality service at 
an Elite Support dealer-
ship in Florida as it does 
at its local shop, dealers 
claim.

“That’s the beauty of 
the Elite Support pro-

gram; there’s a level of quality and con-
sistency not only in the way customers 
are treated, but the process the truck will 
follow to get repaired,” said Reynolds. 

Fauvre said about 80% of the work 
done at some of his locations is for tran-
sient customers. They don’t get treated 
any differently than locals, he insisted.

“We’ve always seen it as terrific busi-
ness,” he said of transient customers. 
“We have to execute well on all of it.”

Elite Support dealers who took part in 
a panel discussion said becoming certi-

fied has helped them retain technicians, 
who see their earnings increase due to 
improved efficiencies and take more 
pride in their cleaner, better-organized 
workplace. 

And as customers learn about the pro-
gram, some are seeking out Elite Sup-
port dealers.

“Our customers understand they get 

a higher level of service from an Elite 
Support dealer than they would get 
from a non-Elite Support dealer,” said 
Baumann. 

For Hufnagel, improvements at the 
dealer level have been critical in help-
ing him run his business. 

“You lose a truck for a day, that’s rev-
enue you’ll never replace,” he said. 

Customers, dealers benefiting from 
DTNA’s Elite Support program

‘If you don’t have 
a clean shop, 
you’re probably 
not running an 
efficient shop.’ 

  Ray Hufnagel, Plastic Express
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By Jim Bray

DUNTON HOT SPRINGS, Col. – Don’t 
call Mercedes-Benz’ soon-to-be-re-
leased Metris a mini-van. That’s the 
mostly unspoken but highly evident 
sentiment from Mercedes-Benz, which 
is unleashing its mid-sized alternative to 
the popular Sprinter commercial van in 
October of this year. 

“The target group is really commer-
cial customers,” said Mathias Geisen, 
general manager, product management 
and marketing, for Mercedes-Benz Vans 
USA, adding with a smile that “We will 
not keep anyone from buying this van, 
because we’re paid to sell cars.” 

Since the Metris is aimed at commer-
cial customers, differences between it 
and a consumer van include such touch-
es as a more utilitarian interior that’s de-
signed to be cleaned easily and which 
doesn’t include typical Mercedes lux-
ury touches such as leather and higher 
quality plastics. The interior is still typi-
cally Mercedes, however; if you’re famil-
iar with contemporary Mercedes-Benz 
instrument panel and control layouts 
you’ll be right at home with the Metris. 

On a recent press preview of the Me-
tris, we not only got to learn about and 
experience the new commercial van, but 
also got some additional seat time and 
insight into the Sprinter and some of its 
many possible configurations. 

The event included a three-plus hour 
road trip around the southern end of the 
Rocky mountains in Colorado, along 

some fabulous driving roads culminat-
ing with a luncheon at the ski resort of 
Telluride, at a top-of-the-world restau-
rant looking down on the village from 
an elevation of about 11,000 feet. 

The vans were empty of payload, 
so it isn’t known how spry they’ll be 
when loaded for action, but given how 
the high altitudes and accompanying 
thin air challenged the vehicles’ perfor-
mance, they’ll undoubtedly work as ad-
vertised. Mostly, anyway; I drove back to 
Durango for the flight home in an un-
laden four cylinder Sprinter that had 
been converted into a nifty little dump 
truck and though it drove well 
empty, I thought it might have 
been better on the hilly sec-
tions with the V6 diesel and 
its extra oomph. That said, I 
never had issues keeping up 

with or passing traffic. The Metris is a 
rear wheel drive alternative to such other 
small vans such as Ford’s Transit Con-
nect, Nissan’s NV200 SV and the RAM 
C/V Tradesman. It’s designed to bridge 
the gap between mini-vans and, well, 
maxi-vans such as the Sprinter. 

“We decided to go for a mid-sized 
van because we think it’s the right size 
to fit into the marketing requirements 
(in North America),” Geisen said. “We 
think this size makes a lot of sense for the 
customer. With the Metris we are able to 
combine the small footprint with the ca-
pabilities of the large vans and we think 

this segment is really the right 
one, especially when it comes 
to handling – the van offers 
good payload and good car-
go capacity (for driving in) 
crowded cities.”

“The important word is garage-abil-
ity,” added Bernie Glaser, vice-presi-
dent and managing director of Daim-
ler Vans USA. “We talked to customers 
and some…like a small van concept that 
fits into a garage, but then complain that 
it doesn’t hold enough of the things they 
need to put in there.” 

Glaser noted that the Metris will fit 
into any parking garage, yet “it brings 
50% more payload than the Ford Transit 
Connect. We think we really have some-
thing here, the right size, the right van at 
the right price.”

While the Metris is new to North 
America, it’s already on sale in other 
parts of the world, as the Vito. The car-
go van comes basically as an empty shell 
which can be configured in a wide va-
riety of ways to ensure it can handle its 
owners’ tasks. At least initially, the Me-
tris will be available with only one en-
gine choice: a four cylinder gas engine 
adapted for towing and “van use” con-
siderations from the power plant Mer-
cedes-Benz puts into its new C-Class and 
CLA cars. In the Metris it’s rated at 208 
hp and 258 lb.-ft. of torque, and comes 
mated to a seven-speed automatic trans-
mission with a good manual mode that 
came in very handy on the many hilly 
sections of our test drives. 

No diesel option is on the horizon, the 
Benz officials said, because the gas en-
gine, which is tuned to use regular fuel, 
is better suited for an urban van that 
makes lots of starts and stops.

The Metris will be available at first 
only with rear wheel drive, but Glaser 
said a four wheel drive option could be 
offered down the road.  

Mercedes introduces ‘right-sized’ commercial van

The Mercedes Metris is garageable and boasts more cargo capacity than the 
Ford Transit Connect, the company claims.

For a more detailed 
review, visit: 

TruckNews.com/
test-drive

pg 29 tw sept v3.indd   29 15-08-12   9:02 AM

http://www.trucknews.com/test-drive
http://www.driveproducts.com


september 2015    3130   equipment

Download your FREE copies
in the Knowledge Centres section of

www.trucknews.com

Produced by the editors of Truck News, 
Truck West & Fleet Executive

In partnership with Michelin North America 
(Canada) Inc.

•  Canadian fleets taking 

the intelligent approach 

to fuel savings. What can 

you learn from them?

 •  Bolt-on technologies  

that really do save fuel

•  Buying a SmartWay  

approved tire. They’re  

not all created equal

Your guide to the most 
effective fuel saving 
strategies

VOLUME 5

 SMART
STRATEGIES

STRAIGHT
  TALK  

Produced by the editors of Truck News, Truck West & Fleet ExecutiveIn partnership with Michelin  North America (Canada) Inc.

Your guide to the most effective fuel saving practices

 SMARTSTRATEGIES 
 SMART

STRAIGHT  TALK  
VOLUME 5

By James Menzies

PEORIA, Ill. – Caterpillar and Navistar 
are splitting up, but both manufactur-
ers say their future in the vocational 
truck market is bright.

Cat announced in late July it plans 
to bring production of its vocational 
trucks to its own plant in Victoria, Tex-
as. Navistar responded almost imme-
diately, announcing it will introduce 
its own severe-service vocational truck 
in 2016, drawing on “intellectual prop-

erty and technology” developed dur-
ing the partnership.

But Caterpillar truck executives, in 
an interview with Truck West indicated 
the split is amicable.

“We’ve been working cooperatively 
for some period of time to reach this 
point. We both walk away with good 
experience from the venture, but we’re 
heading in slightly different directions 
now,” said Chris Chadwick, Caterpil-
lar’s director of the global on-highway 
truck group.

He said he’s not concerned about a 
new competitive product hitting the 
market, even if it is built by a poten-
tially jilted-feeling former partner.

“There are plenty of strong compet-
itors out there, but we believe we are 
well positioned to continue to grow our 
business, and grow our market share 
as we add new products and features 
to the product line,” Chadwick said.

Officials said the company is excited 
about taking over complete production 
of its trucks, and managing that pro-
cess from cradle to grave within the 
Caterpillar organization.

“From the onset that wasn’t the 
main goal,” Ron Schultz, sales and 
product support manager with Cat-
erpillar said of the change. 

“But as we got further into our de-
velopment of the truck and with our 
customers it became evident that for 
us to take this to the next level, it’s a 
very positive move for Cat to bring 
the design and manufacturing in-
house. We felt to take it to the next 
level, bringing it in-house is the right 
way to go.”

He said there weren’t any produc-
tion-related issues under the previ-
ous arrangement, but added “With 
the move to Victoria, we have a 
world-class facility that produces 
our excavators at the highest qual-
ity levels around the world. So we felt 
this location, from a quality perspec-
tive, is the right one to choose. Then 
we coupled that with the supply base 
and the logistics and it became evi-
dent that this was the right location 
to choose.”

The fruits of the joint venture will 
live on, including the bold, stylish de-
sign of the truck, which will be re-
tained, as well as the CT13 engine, 
which was built upon the Navistar N13 
platform.

Cat also is continuing with plans to 
offer a 15-litre engine later this year. It 
should be remembered that when Cat-
erpillar joined with Navistar to build 
this truck, a 15-litre Navistar engine 
was in development. 

When Navistar shelved that pro-
gram, it left Caterpillar without a 15L 
offering in a market segment that, es-
pecially in Canada, really demands a 
15-litre option.

Dave Schmitz, product manager 

for the on-highway truck group, said 
the plan to introduce a 15L engine lat-
er this year remains in place, but he 
wouldn’t divulge further information.

“We are still on track for that,” he 
said. “We’re not in a position now to 
comment on the 15L.”

With the 15-litre in place, Caterpil-
lar feels good about the segment cover-
age it will achieve with its current line, 
which consists of the CT660, CT680 
and CT681. 

“With our set-forward axle and set-
back axle complete line with a 13- and 
a 15-litre product, we feel that will serve 
the needs of all the vocational truck 
customers,” said Schultz. Chadwick 
added Caterpillar will soon be adding 
a sleeper cab to its lineup as well.

The transition to production at Vic-
toria will begin immediately, with 
trucks scheduled to roll off the assem-
bly line there in the first half of next 
year. 

“I think the choice of Victoria is very 
strategic for us,” Chadwick explained. 
“It’s an excellent plant. It’s a facility 
that has gone through a start-up very 
recently and did it in a flawless man-
ner. So it’s got the right infrastructure 
and the right mentality to give us a re-
ally high quality start-up and really to 
replicate the work they did in excava-
tion. We’re extremely excited about 
that choice and very positive about 
what the team down there can bring 
to us as we enter into the truck busi-
ness as a full-line OEM.”

Schultz added bringing production 
in-house also offers Cat the opportu-
nity to better differentiate itself in the 
market.

“We feel our large differentiating 
factor is our dealer network that has 
served these customers so well in the 
construction industry and bringing a 
full line to them from an end-to-end 
Cat product perspective will be our key 
differentiator,” he said. 

“From a product perspective, we see 
initially the product is going to be the 
same as we’re getting today, just built 
in a Cat factory. Over time, we’ll start 
to see our focus is on this transition in 
the short-term. The next 18 months, 
beyond that, we will start to update the 
product with other features and ben-
efits that our customers desire.”

Cat executives wouldn’t reveal how 

Cat ends truck deal with Navistar
Cat to bring production in-house; 
Navistar to launch new severe-
service vocational truck

Caterpillar will begin producing its trucks at an existing Texas Cat plant.
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production costs or pricing would be 
affected by the change.

“The key perspective of the move is 
(to gain) more control over the man-
ufacturing process,” Schmitz said. 

“We have what is called Caterpil-
lar Production Systems in the facil-
ity and it’s something that Caterpillar 
has been working on with machinery 
that has a great reputation for quality 
throughout the world. W e want to le-
verage that as much as possible. Just 
gaining control over that whole pro-
cess – we just see so many benefits to 
that,” he added.

“There is a capital investment re-
quired,” Chadwick added. “So, obvi-
ously we have got to make that pay. 
We’ve got more direct control over the 
entire end-to-end business, so I think 
that gives us more ability to directly in-
fluence the cost and do so in a higher-
velocity manner.” 

Stahl 
Peterbilt 
opens new 
Edmonton 
body shop
EDMONTON, Alta. – Stahl Peterbilt has 
opened a new body shop in Edmonton.

The body shop is a place for heavy 
truck accident repairs and is located 
at at 11603 – 181 Street, just one block 
south of the Stahl Peterbilt head office. 
The new shop features 22 bays and is 
an impressive 25,485 sq. ft. The shop 
offers a variety of services including 
custom paint and body work, drive-
shaft repairs, vehicle inspections and 
wheel alignments.

“This is an exciting time for Stahl 
Peterbilt, we have a lot of innovative 
things in the works that we know our 
customers will find value in,” said Eddy 
Stahl, president of Stahl Peterbilt. “Our 
mission is to provide the best customer 
service in all areas of our business. To 
further our commitment to that, we 
have increased the overall service ca-
pacity of our dealer group by building 
a new body shop and expanded the 
services offered in the body shop by 
investing in unique equipment, like 
driveshaft diagnostics. This new build-
ing was an expansion onto the PDI fa-
cility that we built in 2012; that entire 
branch can now operate as an efficient 
custom truck shop and we are eager to 
see the incredible Peterbilt trucks that 
will be created there.”

With the addition of the body shop, 
there is now a total of 72 bays in Ed-
monton. The 10-bay shop where the 
old body shop was located is now used 
for engine repairs. The new facility has 
a 3,627 sq. ft. parts warehouse on site 
staffed with factory trained parts tech-
nicians, as well as a wash bay, a 3,513 
sq.-ft. office area, change rooms, and 
lunchroom.

Stahl Peterbilt also announced that 
Deryl Gallatin has joined Stahl Pe-
terbilt as the body shop/PDI facility 
manager. He has more than 15 years 
experience as a heavy duty service 
manager. 
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By James Menzies

YOUNTVILLE, Calif. – Having recently 
taken a minority ownership stake in tech 
company Zonar, Daimler Trucks North 
America (DTNA) is already making the 
most of that arrangement and transfer-
ring to Zonar aspects of its telematics 
offerings.

Detroit Connect’s Visibility Fleet Soft-
ware and On-Board Tablet brands will 
be transferred to Zonar. Visibility will 
now be known as Zonar’s Ground Traffic 

Control fleet tracking system. The Tablet 
will be referred to as Zonar’s 2020 tablet. 

The reorganization won’t affect cus-
tomers, DTNA says.

Meanwhile, DTNA’s Detroit Virtual 
Technician remote diagnostics plat-
form will retain its current branding, but  
Zonar will handle the management of 
subscriptions.

“There’s a significant opportuni-
ty to gain important insights through 
connectivity to ultimately provide a 
more dynamic customer experience,” 

said Matthew Pfaffenbach, director of 
telematics for DTNA. “Our arrangement 
with Zonar ultimately strengthens our 
telematics capabilities.” 

DTNA invited Zonar executives to 
attend an aftermarket and telematics-
themed press event here in late July. The 
recent purchase (terms of the deal or the 
percentage of Zonar DTNA now owns, 
haven’t been disclosed) allows Zonar 
to maintain its autonomy and continue 
providing its services to other OEMs. It 
also allows DTNA to bring in-house fur-
ther telematics expertise.

“Zonar has always been a valued sup-
plier of ours, but there’s something to be 
said about having a vested interest to-
gether,” said Pfaffenbach. “While it’s a 
minority stake, the percentage of own-
ership is not as critical as the level of col-
laboration we have.”

DTNA CEO Martin Daum now sits 
on the Zonar board under the current 
arrangement.

The two companies are already work-
ing together to develop the next gener-
ation of Virtual Technician. Also in the 
works is a new “Vehicle Connectivity 
Platform,” which Pfaffenbach said will 
combine an on-board device with a back 
office system that will “provide a new 
level of connectivity to customers.”

Zonar and Daimler will also work to-
gether to make remote diagnostics more 
predictive. Brett Brinton, co-founder, 
president and CEO of Zonar said the 

company has already done prototype 
tests that can determine, for example, 
when a turbocharger is likely to wear out. 

“We can tell when the failure is going 
to occur with the DPF system. That’s an 
example of what’s possible in the future,” 
Brinton said.

Currently available today, Virtual 
Technician allows fleets to appropriately 
respond to fault codes generated by the 
engine and aftertreatment system. 

About 20% of all fault codes generat-
ed are “driver actionable,” meaning the 
driver can solve the problem on his own 
without taking the truck out of service. 

This allows the operator to reduce 
downtime, or when repairs are required, 
to expedite the process since nearby 
dealers will be notified in advance of 
the issue, giving them time to ready a 
bay and ensure the required parts are 
available.

Getting parts to dealers quickly is an-
other area of focus for DTNA. It is cur-
rently running overnight delivery ser-
vices in some regions. Parts ordered by 
4 p.m. are delivered overnight by dedi-
cated drivers who have access to the fa-
cility. The parts are in the dealership by 
5 or 6 a.m. so that repairs can begin as 
soon as the facility opens.

By the end of this year, more than 50% 
of DTNA dealerships will have access to 
overnight parts delivery, said Friedrich 
Baumann, senior vice-president, after-
market, DTNA. 

DTNA already reaping rewards from partnership with Zonar

Mack reaches telematics milestone
Mack Trucks has reached a milestone with its GuardDog Connect, recently de-
livering its 25,000th truck equipped with the remote diagnostics system.

The truck, a Mack Pinnacle, was delivered to Cresson, Texas-based 3 Star 
Daylighting. GuardDog Connect was launched in 2014. 

It monitors critical fault codes and gives the truck operator an early warning 
about issues that could result in downtime if gone unnoticed. Mack claims 
the system has reduced diagnostic time by up to 70% and repair time by 21%.

GuardDog Connect is standard in Mack Granite, Pinnacle and Titan mod-
els as well as the TerraPro concrete pumper. The company’s Uptime Cen-
ter in Greensboro, N.C. monitors fault codes remotely and then advises the 
operator or owner on the best course of action when a problem arises. 
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ith the Western Canada economy, 
particularly in Alberta and Saskatch-
ewan, feeling the shock of low en-
ergy prices, it’s no surprise that West-
ern Canada owner/operators are 
becoming hesitant about investing 

in new heavy duty trucks. Our just 
completed annual Equipment Buy-
ing Trends Survey shows that less 
than a quarter of owner/operators 
have plans for new heavy duty truck 
purchases for the rest of 2015 and for 

2016. Equipment replacement cycles 
have lengthened since the Great Re-
cession with 8 in 10 Western Cana-
da owner/operators hanging on to 
their heavy duty trucks for longer 
than 5 years. 

Geographic location  
of respondents

Purchasing new HD 
truck(s) in 2016

Current trade-in 
cycle for heavy 

duty trucks Purchasing new HD 
truck(s) remainder  

of 2015

FIGHTING 
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By Edo van Belkom
 

THE STORY SO FAR
Mark gets a regular route from Edmonton to Yellow-
knife transporting supplies for the winter ice road. Half-
way through his first trip he gets sleepy and nearly drives 
off the road. When he takes a break and gets out of his 
truck, he’s swarmed by insects. After jumping back into 
his truck, he is fighting off the bugs all the way to High 
Level.

Mark reaches Yellowknife and immediately hits his 
bunk in the yard in an attempt to get some much-needed 
sleep. However, Johnny Jones, a driver Mark had helped 
in the past recognizes Mother Load and refuses to go 
away until Mark lets him take him into town. Mark has 
a great time, but gets little sleep, making driving even 
more of a challenge.

Back in Edmonton, Mark rents a hotel room and plans 
on getting some serious sleep. But his mother calls and 
tells him his father had nearly died but is now out of the 
hospital. Mark can’t fall back asleep. The next day he’s 
tired and while he’s driving the MacKenzie Highway 
watches the driver in front of him fall asleep and drive 
off the road. 

•
Mark stayed with the driver until a police officer from 
Peace River showed up to take over the scene. While 
Mark waited, he chatted with the driver and discov-
ered that the two men were very much alike.

“My wife wanted me to make more money,” he said. 
“So I came up here hoping to make a killing in a couple 
of months. But every time my cell phone comes into 
range she calls me up and nags me about how hard 
it is to manage the kids without me being there and 
wants me to come home. All I can think about is how 
she wants me to make more money but never be away 
from home. I can’t sleep at all and my last cell phone bill 
was killer.”

Mark suggested he changed cell phone providers, or 
just keep his phone turned off and deal with everything 
at once when he returns home, instead of every day by 
phone. When the officer finally arrived, Mark said good-
bye, wished the man luck and was back on the MacK-
enzie headed north. By now he was well late of his ETA 
in Yellowknife, but there was nothing much he could do 
about it. To Mark’s mind there was nothing more impor-
tant than helping out a fellow driver in distress…even if 
all that meant was listening to the man complain about 
his life. In addition to being late however, Mark was also 
drowsy and found himself nodding off and jerking his 
head back upright more than a few times. Mark knew he 
was playing a dangerous game.

After all, driver fatigue was a contributing factor in 40% 
of all heavy truck crashes. And, large trucks accounted 
for 13% of all vehicle deaths while they represented only 
3% of vehicles on the road. If that weren’t bad enough, 
reports have determined that the risk of crash doubled 
between the eighth and tenth hour of driving, and dou-
bled again between the tenth and eleventh hour. That 
was a bad one because Mark’s drive was roughly eight 
hours for each leg, so if he were delayed or slowed for any 
reason his chances of an accident in the final few kilo-
metres would be substantially higher.

At least Mark was not part of the group of drivers that 
was most at-risk for a sleep-related accidents. That’s be-
cause he was older and presumable wiser than young-

er drivers who often drove in situations that were 
likely to contribute to increased fatigue. Mark didn’t 
play the “I think I can make it” game anymore, but 
he played it plenty of times in his youth. But despite 
knowing all of that, Mark still found himself drowsy 
at the wheel and at risk of a sleep-related accident. 
How did he get to this point?

He’d planned his trips, built-in rest stops and overnight 
sleeps. He had done all he could to ensure he was well 
rested, but the other parts of his life hadn’t co-operated. 
He’d been awakened every time he’d tried to sleep and 
then his mind wouldn’t let him get back to sleep even 
when he had the chance. And now, he was driving while 
dangerously close to falling asleep at the wheel. 

He needed to find a place to stop so he could take a 
nap, or maybe even a couple hours of sleep. But even that 
was a tall order as this part of the MacKenzie Highway 
didn’t have much in the way of shoulders. There was re-
ally nowhere for him to stop. He managed to pour him-
self a cup of coffee while driving and the caffeine helped 
him to remain awake, but he still needed to find a rest 
spot where he could take a rest. Then, up ahead, he saw a 
spot where the highway’s shoulder widened. As he stud-
ied the point in the distance, Mother Load drifted right 
onto the shoulder and Mark was shocked into realizing 
that he’d nearly fallen asleep while fixated on finding a 
spot where he could get some sleep. Things were worse 
than he’d thought. Mark decided he couldn’t risk driv-
ing any further. He decided on a spot on the highway 
that was behind a large highway sign listing the three 
next towns. They were all too far for Mark to reach safe-

ly, so he parked Mother Load slight-
ly past the sign, hoping that it’s thick 
wooden posts would take the brunt of a 
trucker – a trucker much like himself – 
that might fall asleep behind the wheel 
and drift onto the shoulder right where 
Mark had pulled over. If nothing else, 
they’d hit the sign first and either slow 
down before they hit Mark or swerved 
off the highway completely. 

Once Mark was parked, he put out 
some reflective flares behind Mother 
load, initiated his hazard lights, and 
climbed into the bunk for some much 
needed rest.

•
Hours late but in one piece, Mark 
pulled into the yard in Yellowknife. 
When he checked into the office, the 
man behind the counter asked Mark 
if he’d be interested in a load back to 
Edmonton that afternoon.

“I’ve got to get some sleep,” Mark 
said.

“You can get your eight hours in, and 
pull out of here by five.”

“No, you don’t understand. I need to 
get some sleep.”

The man nodded. “Everybody 
does...but everybody needs money too. 
That’s why most guys are up here, isn’t 
it? Trying to make as much money as 
they can.” The guy looked Mark over. 
“I figured that’s why you’re here.”

“Money’s valuable,” Mark said. “But 
so is my life. I’ll take that load, IF it’s still available when 
I wake up tomorrow morning.”

“Somebody’ll probably take it by then.”
“Then I’ll take the next one.”
“Can’t say when that will be.”
Mark smiled. “There’s always another load, but I’ve 

only got one life. I’d rather take a chance on there not be-
ing a load for me than not making my next destination.”

“Suit yourself, pal. I’m sure I’ll find somebody else.”  
“I bet you will.”
Mark turned and left the office. He walked over to 

Mother Load, grabbed his overnight bag and locked her 
up tight. If he slept in the truck, someone might recog-
nize it and wake him up.

He walked into Yellowknife, stopped in at the first hotel 
he came across and booked himself a room for the night. 
He signed the register “Mark S. Snaurus.”

The clerk behind the desk looked at the register and 
asked, “What kind of name is that?”

“It’s an ancient Latin name meaning Terrible Sleep-
ing Lizard.” 

“Oh.”
Mark left the lobby and found his room. 
He left a “Do Not Disturb” sign on the door, called the 

lobby and requested that no calls be forwarded to his 
room. Finally, even though his cell phone didn’t work 
this far north, he shut it off anyway and tossed it into the 
closet. Then he lay back, counted a single sheep, and fell 
into a deep, deep sleep.” 

Mark Dalton returns next month in another adventure. 
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“They stole  
my truck.”

“Uh, no.  
Not yet.”“Are you  

all right?”
“So, why are 
you calling  
me first?”“Yes”

“Did you 
call the  
police?”

“Call the  
police  

and then 
call me 
back.”

“Because 
it is your 
truck 
and…”By Edo Van Belkom

        fter his truck is hijacked, Vic suddenly finds  
         himself alone on the side of the road. After a few 
         moments wondering what he should do next, he 
calls his dispatcher, Bud, to tell him what happened.

        ic is ecstatic. He hasn’t really made 
         much money driving for Bud compared    
         to the last trucking company he 
worked for, but he’s getting better trucks to 
drive, and the loads – when they’re not being 
stolen from him – have been improving too. 
When he gets to the yard and is shown the 
truck, Vic’s heart sinks. It’s filthy dirty and 
the inside looks as if it had been used as a 
garbage can by the previous driver. 

      he truck is a write-off, but Bud is happy because it means his insurance claim will be a simple matter of replace      
       ment rather than repair. Vic, on the other hand, is disheartened because now he’s got no truck to drive. Still, Bud  
       assures Vic he has another truck for him. One of his drivers left to drive for a big US company and Vic can have 
his truck. It’s newer and better than the truck Vic had been driving up until now.

       ic calls the police 
        and tells them 
        what happened. 
They are interested 
in his crime and ask 
him to come into the 
station to file a report. 
Eager for some help, 
he agrees to go to the 
police, but only after 
he hangs up does he 
realize he doesn’t have 
a way to get there.

      fter finishing with the police, Vic calls 
       Bud to let him know that the police  
       have all his information and that 
they’ve been trying to catch these guys 
for a while now. 
In fact, some of what Vic told them was 
really helpful to their investigation. 
Bud tells him not to worry...

       nd just a day later  
        the police call Vic    
        to tell him they’ve 
found his truck. Bud 
gives him a ride out to 
where the truck was 
abandoned.

 “Can you tell me  
what any of these  

guys look like?”
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ic wonders if his   
 brother-in-law still has     
 a taxi he could drive.

“That’s terrific, I bet in a couple of 
days the police will find your truck 

and you’ll be driving again in no time.”

“You’re going  
to be back  

on the road  
in no 
time.”

“You think so?”
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The trouble of taking your
business to the next level
Continued from page 15
decides they don’t want their freight, I 
just take the trailer to the nearest ter-
minal and get another trailer. I don’t 
have to chase my money or worry 
about any of the back office stuff. 

Considering all this, I suddenly don’t 
feel so restless anymore. 

The only reason I’m in a position to 
move my business forward is because of 
the work I’ve done and the payments I’ve 
received from my carrier for doing so. 

The grass may well be greener on  
the other side of the fence, but only  
because it has a lot more “fertilizer” 

shovelled on it. 
As soon as I jump the fence it’s going to 

be me that’s doing the shovelling and this 
is something any owner/operator needs 
to think about before taking the next 
step – because that next step could very  
easily leave them up to the eyeballs in 
“fertilizer.”   

A fourth generation trucker and truck-
ing journalist, Mark Lee uses his 25 years 
of transcontinental trucking in Europe, 
Asia, North Africa and now North Amer-
ica to provide an alternative view of life 
on the road.

Why you should be voting in the
upcoming federal election
Continued from page 21
facing trucking fall under the pur-
view of the federal government. A re-
gime that is truly concerned with la-
bour shortages – critically acute in 
the trucking industry – needs to be 
reminded that its stubborn refusal to 
recognize trucking as a skilled trade 
disqualifies young, under-employed or 
displaced workers from the very pro-
grams that have been put in place to 
ensure adequate, affordable training 
is available to thousands of Canadians 

to fill empty jobs.
So when the candidates come around 

asking for your support, let them know 
what’s on your mind. I know clichés about 
exercising your right to vote start to wear 
thin after a while, but here’s one to think 
about: bad politicians are elected by good 
people who don’t vote.  

Joanne Ritchie is executive director of 
OBAC. Do you elect for change? E-mail 
her at jritchie@obac.ca or call toll free  
888-794-9990. 
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By Jim Bray 

LEDUC, Alta. – Oil may be threaten-
ing to reach new lows, taking with it 
many livelihoods and investments, 
but one Leduc, Alta.-area trucking 
company owner thinks his compa-
ny is poised to weather the economic 
storms, thanks to a solid client base 
coupled with some branching out.

“Quite a few years ago, we want-
ed to expand and diversify – just not 
having all our eggs in one basket – so 
we started looking around for a little 
bit more work outside the oil patch,” 
said Allen Fandrick, president of Al-
len’s Transport, which has bases in 
Leduc and Crossfield, Alta. 

“We didn’t want to get into hay 
hauling and that kind of stuff, so we 
looked at freight, and we didn’t want 
to get into that, so we decided to look 
into mining.” 

Fandrick told Truck West in a re-
cent interview that his business is 
probably still 70% oil patch-related 
– spread across the drilling, comple-
tion, and refining sectors – with the 
remaining 30% consisting of “winch 
trucks and bed trucks, which led into 
a little bit of f latdeck service across 
North America. And we do commodi-
ties, also.” 

Fandrick thinks one of the biggest 
challenges going forward as the in-
dustry stabilizes is “keeping enough 
work around to keep your employees 
busy. You can keep guys around, but 
if you’re not giving them loads they’re 
going to be looking elsewhere real 
quick.” 

That said, his company has been 
pretty fortunate to date. “We’ve 
worked hard at it and we’ve carved 
out a really good niche – the specialty 
chemical business. We’ve always had 
to work at it but we’ve always kept 
busy, even in the downturns. And 
as the oil patch has changed over 
the last three decades, we’ve always 
stayed right in stride with what the 
industry’s doing.”

Allen’s Transport sprang from its 
namesake having grown up in the in-
dustry and wanting to stay in it. 

“I was driving truck,” he said. “The 
pay wasn’t the greatest, but I look 
back and the experience I gained was 

invaluable – and I learned what not to 
do and so I went ahead with a fresh 
attitude to see what customers were 
asking for and to give them what they 
want. So that’s what we did.” 

Fandrick said his customer base 
hasn’t changed much in the past 25 
years, either. “I’ve still got my first 
four customers and as the oil patch 
has grown in the last couple decades 
we’ve just grown with them.”

One doesn’t keep clients long-
term like that if they aren’t happy, of 
course, a fact not lost on Fandrick. 
“We do good work and they like what 
we do,” he said, adding “and they 
need us, I think. But we don’t really 
do anything special; we’re just doing 
good honest work.” 

He attributes his company’s suc-
cess more to the quality of his people 
than his own vision. “We wouldn’t 
be where we are today if it wasn’t for 
our employees,” he said. “My theory 
is that these guys don’t work for me, 
they work with me.” 

It’s an important distinction that 
ref lects Fandrick’s hiring philoso-
phy as well as the due diligence of 
his people.

 “You look at a resume and it looks 
great but when you hire that guy 
you realize he’s always looking for 
that extra nickel per hour and those 
guys don’t stay around. I can honest-
ly say that the guys we’ve had here 
for years, they weed those guys out.”

Allen’s Transport has two people in 
charge of safety full time, and does 
its maintenance in-house. 

The company also does some out-
side work. 

“We have a welding fabrication 
shop…and we do a lot of truck repair, 
tank repair,” Fandrick said, “and be-
ing here in Leduc/Nisku you’re right 
in the heart of the Industrial Park 
and there’s always somebody looking 
for something to get built or fixed.”

The company boasts just over 50 
Paccar units in the f leet currently, 
and around 90 employees, and runs 
all across North America. 

All the trucks are GPS-equipped 
and Fandrick said they’re also put-
ting in cameras, for liability and safe-
ty reasons. 

The cameras look forward as well 

as backward at the driver, and they 
record continuously, though not in a 
‘Big Brother’ kind of way. 

“We can’t go in and look at every 
second of (the footage),” Fandrick 
said. “When there’s an incident it 
shows you the eight seconds lead-
ing up to that incident and four or 
six after that incident and that’s ba-
sically all you need to see.” 

Fandrick said  his drivers are most-
ly cool with the addition, which is 
meant to protect them as well as the 
investment. “More (drivers) were 
happy that we’re putting them in ver-
sus the guys that didn’t want them 
put in. After you explain to them why 
we’re (doing it) and you show them 
some of the video footage of real-time 
real incidents, they realize it could 
cover their (posterior).” 

Major challenges facing Allen’s 
Transport include keeping the rates 
up and finding good employees –
though the latter hasn’t been a big 
problem so far and Allen Fandrick is 
doing what he can to keep it that way. 

“We look after them and treat them 
good,” he said, “and after you’ve been 
here for five years we hand out a gold 
ring – I think in the last three or four 
years we’ve handed out over 25 rings. 
We don’t have a huge amount of turn-
over.” Allen’s Transport also offers an 
employee benefits plan.

Allen’s Transport’s focus on safety 
actually led to the company being au-

dited recently – for only the first time 
in 24 years. 

“The guy from the DoT said we 
must be doing something right,” Fan-
drick said, “but you don’t go forever 
without an audit. I know some guys 
who’ve only been in business like 11, 
12 years who’ve had three of them.”

If he had the chance to start over 
again, Fandrick said he definitely 
would, because he’s a trucker. 

“I don’t get out to drive much any-
more but if I do here and there, it’s 
not like a job; I love it. Most guys 
don’t do it because it’s a pay cheque, 
they do it because the love it. It’s in 
their blood.” 

That said, starting out in the busi-
ness today is a different ball game 
from when he first fired up Allen’s 
Transport. 

“There’s a lot more regulatory re-
quirements to get going, a lot more 
paperwork,” he said. “I remember 
when…you could go haul a load with 
one piece of paper, but now (paper-
work’s) part of the game.” 

As much as it may sound as if he’s 
complaining about being overbur-
dened by bureaucracy, however, Fan-
drick admits that the mountain of pa-
perwork has made the industry both 
better and safer. 

“But sometimes it takes longer get 
a job done then it did before because 
you have to do a lot more checks and 
rechecks and stuff,” he said.   

Allen Fandrick, president of Allen’s Transport, credits his company’s success to 
the niche it has carved out – the specialty chemical business. 
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The MICHELIN® X® WorksTM tire line has been purpose-designed to limit the risk of vehicle downtime. And now, Michelin  
will credit you $200 in the event of an accidental damage occurring in the first 6 months of use or up to 50% of  

the usable tread life whichever comes first.* So you can enjoy the durability and safety of your new MICHELIN® tires with 
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